A WEEKLY NEWSPAPER 


Entered as second-class matter April 5, 1907, at 


THE EASTERN UNDERWRITER, 


MICKER aay 


Second-class postage paid at New York, N. Y. 


INTERPRETING THE TRUE SPIRIT OF 


the Post Office of New York, N. Y., under act of Congress, March 3, 1879 





INSURANCE Vi4 P 








Sixty-first Year, No. 46 


NEW YORK, FRIDAY, NOVEMBER 11, 1960 


$5.00 a Year; 25c. per Copy 





Kefauver Reveals 1961 
Course Of Senate’s 
Probe Of Insurance 


To Investigate A. & S. Regulation 
And Surplus Line Operations 
Of Foreign-Owned Cos. 


MEETS PRESS IN ST. LOUIS 


Says Model D. of “of C. Rating Bill to 
Be Reintroduced in Congress | 
In Early 1961 


U. S. Senator Estes Kefauver (D. 
Tenn.) will assume the chairmanship of 
the Antitrust and Monopoly subcommit- 
tee of the Senate upon the forthcoming 
retirement of Senator Joseph C. O’Ma- 
honey (D. Wyo.). Sen. Kefauver has 
served as co-chairman of the committee 
‘during the past year and presided at in- 
surance and drug hearings held during 
Sen. O’Mahoney’s period of recovery 
from his heart attack. 

At a press conference held in St. Louis 
last week during the 16th annual meeting 
of National Association of Independent 
Insurers Sen. Kefauver spoke of the 
committee’s investigative plans for 1961. 
He advised that the proposed District 
of Columbia rate regulation bill (S.3907), 
introduced last August by Mr. O’Ma- 
honey, will be reintroduced as soon as 
possible after the new Congress con- 
venes next January. Thereafter public 
hearings will be held on the bill. 

Sen. Kefauver also divulged to report- 
ers at the press conference, which pre- 
ceded an NAII luncheon at which he 
was the speaker, that the Antitrust and 
Monopoly subcommittee will center its 
attention early in 1961 on (1) the ade- 
quacy of state regulation of accident and 
sickness insurance and (2) foreign- 
owned insurance companies from the 
standpoint of whether regulation of their 
surplus line operations in the U. S. is 
sufficient and whether policyholders are 
adequately protected. 

He also gave advance information that 

a staff report on the Antitrust subcom- 
Giiteee’s insurance findings to date will 
be ready about the time that Congress 
convenes. This will be a followup to the 
majority and minority reports which 
were made public in recent months. 

Donald McHugh, counsel to the sub- 
committee, who accompanied Sen. Ke- 
fauver to St. Louis and sat by his side at 
the press conference, explained in answer 
to questions that in the probe of for- 
eign-owned companies “we wil examine 
in particular those which do business in 
the U. S. under state surplus line laws.” 


(Continued on Page 38) 











NS ites ak cual Page 22 
Brokers & Agents... ale 
Marine Dept. a 
Casualty & Surety... " 30 
Accident & Health °: a 


























JEFFERSON INSURANCE COMPANY 
OF NEW YORK 


135 WILLIAM STREET_ - NEW YORK 38, N. Y. 
BEekman 3-6122 


OCEAN MARINE FIRE 
AUTO PHYSICAL DAMAGE 


INLAND MARINE 
RESIDENTIAL MULTIPLE PERIL 
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Represented by 
Outstanding General Agencies Countrywide 























COLONIAL LIFE’S 


EMPLOYEE GROUP PROTECTION PLANS 
OFFER UNLIMITED SALES OPPORTUNITIES 


Comprehensive Protection for firms with 
up to 24 Employees. “Big Company”’ 
benefits providing low cost coverage. 


FOR EMPLOYEES — 
Life Insurance (Accidental Death Benefits optional) 
Loss of Time Benefits (life insurance optional) 


Health Insurance (life insurance optional) (1) Hospital, 
Surgical, Doctors Visits and Maternity Benefits (life 
insurance optional) or (2) Major Medical (life insurance 
optional) 


FOR DEPENDENTS— 


Health Insurance (1) Hospital, Surgical, 
Doctors Visits and Maternity Benefits 
or (2) Major Medical 


Te Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 





Affiliated with Chubb & Son Inc. 


through Federal Insurance Company 











Multiple Accidental 
Indemnity Benefit 
As New Sales Tool 


New York Life and United States 
Life Both Offering Three 
Times Coverage 


NEW, HOT SELLING DEVICE? 


Three, Four and Five Times 
Amount of Policy Now Available 
From New York Life 








Multiple accidental death benefits in 
connection with life insurance—an exten- 
sion of the familiar double indemnity— 
is now available in at least two large 
eastern companies and some underwrit- 
ers are predicting it will become a trend 
and will soon be a hot sales tool with 
aggressive life companies. 

The New York Life this week offered 
to its field force facilities for writing 
triple indemnity for accidental death, 
payable under the same conditions as 
those now applicable to double indemnity 
benefits, the total amount payable in 
event of accidental death being three 
times the face amount of the life policy 
instead of two times. Neither coverage 
is limited only to common carrier acci- 
dents. 


Multiple Accident Indemnity 


Taking a big stride further into the 
multiple indemnity operation, James T. 
Phillips, senior vice president and chief 
actuary of New York Life, told the com- 
pany’s field force that a special feature 
of the new program will permit higher 
multiples of accidental death benefit cov- 
erage, exactly 3, 4 or 5 times the amount 
of the policy with which it is issued, to 
be included in a new policy where the 
insured has sufficient qualified New York 
Life insurance in force. 

In order to enable the owners of pre- 
viously issued policies to obtain the new 
extended indemnity coverage the com- 
pany will consider issuing new policies 
with accidental death benefit coverage 
of 3, 4 or 5 times the amount of 
the new policies provided that the total 
amount of accidental death benefit cov- 
erage on new and existing policies does 
not exceed twice the total amount of life 
insurance on these policies. 


United States Life’s Double-Double 


The United States Life’s new Double 
Double Indemnity has been announced 
by Gordon E. Crosby, Jr., vice president 
and director of agencics. The new lib- 
eralization, effective November 1, makes 
the Double Indemnity Rider a truly com- 
petitive tool by enabling the producer 
to sell accidental death benefit in 
amounts equal to twice the basic policy. 
As provided for under the old type 
double indemnity rider, the producer was 
limited to an amount equal to the basic 
life policy. _ 

While thgimames used by the two com- 
panies ar@? different, the triple and 


(Continued on Page 4) 
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A company’s strength is 


as great as the 


satisfaction and the trust of its 


\policyowners ei 








Satisfied, confident policyowners reflect a company s quality 
and strength. Moreover, such policyowners as centers of in- 


fluence and sources of new business provide strength for 
future growth. 


That's one of the reasons why field underwriters are attracted 
to the Paul Revere as the kind of company in which they can 
build a sound and permanently profitable future. 





The Paul Revere has been — 
able to maintain its reputa- 
tion as a policyowner’s com- 
pany because of its convic- _ 
tion about the value of ... 


@ a quality product 
© imodern, practical sales aids a 
© a comprehensive training program 
© claim philosophy second to none 
@ a modern, favorable compensation 








THE PAUL REVERE LIFE INSURANCE COMPANY 


Non-cancellable Accident and Sickness « Life « Group 


A National Institution 
A Leader in Its Field 


WORCESTER,MASSACHUSETTS Canadian Home Office: Hamilton, Ontario 
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British Life Insurance Statistics 


Substantial Increases in Number of Policies, Amount of Insur- 
ance and Premium Income Shown in Joint Report of 
British Insurance Offices 


The Life Offices Association of London 
and the Associated Scottish Life Offices 
of Edinburgh have issued their joint 
report on insurance business for 1959 
in the United Kingdom. 

A feature of the business of 1959 was 
an outstanding advance in the number 
of new individual Ordinary policies and 
annuities, excluding Group coverages. 
New policies numbered 804,000 with an 
additional 135,000 policies issued over- 
seas by United Kingdom offices, mak- 
ing a total of 939,000. Comparable fig- 
ures for 1958 were 726,000 policies at 
home and 127,000 abroad. New business 
under the provision of pensions and as- 
sociated benefits declined slightly in 
1959 compared with 1958. 

For the insurance business as a whole 
1959 proved to be a record year. New 
insurance, life and annuities, reached 
a total of £1,319,000,000 as against £1,074,- 
000,000 for the previous year. New im- 
mediate annuities amounted to £3,310,000 
compared with £2,180,000 in 1958. New 
premium income including single pre- 
miums for life and annuities were £68,- 





Class of investment 


400,000 as against £53,700,000 in 1958. 

Last December the Ordinary life and 
annuity funds of British life companies 
reached £3,740,000,000 in the Ordinary 
branch. This shows a rise over the year 
of £335,000,000. After allowing for minor 
transfers, the net figure (which repre- 
sents the new savings of millions of pol- 
icyholders) was a record £348,000,000—a 
rise of £46,000,000 over the previous 
year. 

Business in force at the end of last 
year shows a total of £8,029,000,000 of 
which overseas business accounted for 
£1,354,000,000 for a total number of pol- 
icies of 9,450,000 of which 1,040,000 was 
overseas business. Annuities amounted 
to £18,300,000 of which £814,000 was over- 
seas business. Yearly premiums in force 
amount to £256,000,000 of which £34,600,- 
000 was overseas business. 

Industrial life insurance is not included 
in the above statistics. The grand total 
of life and annuity funds held by assur- 
ance offices in Britain when we include 
funds held in respect of industrial (home- 
service) life business, was £5,066,000,000 
at the end of 1959. 

Investment of these funds dis- 
tributed as follows: 


Was 


Percentage of total life investments 


1959 
Mortgages 154% 151%4% 
British Government and British Commonwealth 
Government, Provincial and Municipal Secur- 
ities 261% 25% 
Debentures, loan stocks, preference and guaran- 
teed stocks and shares 3 21% 21% 
Ordinary stocks and shares 19% 20% 
Real property, ground rents and other investments 18% 18% 





First Year Agents Set Records 


Mutual Benefit Life’s First Year Leaders Club Meets; Kansas 
City Man Wrote $2 Million First Year; 
Features of Three Day Program 


A new all-time earnings and volume 
for first-year Mutual Benefit Life agents 
was set by Peter J. Marquez of Kansas 
City, Second Vice President H. Douglas 
Palmer announced last week. Mr. Mar- 
quez, a representative of the company ’s 
Albert Drake Kansas City Agency, 
wrote over $2 million of life insurance in 
his first year. 

The record-breaking results were re- 
vealed at the annual meeting of the 
company’s First-Year Leaders Club, held 
November 2-4 at the Essex House Hotel, 
New York City, and at the company’s 
home office in Newark, N. J. Thirty-five 
qualifying agents attended the meeting 
to take part in forums, round-table dis- 
cussions and to hear from company of- 
ficials and veteran life underwriters. 

The lives leaders award was presented 
to Gordon D. Brouse, Sr., Duluth. Run- 
ner-up awards for volume of life insur- 
ance written in their first year were 
given to Joseph Feder, New York City- 
Schmerge and I. David Cohen, Columbus. 
Runners- -up in the earnings category 
were given to Joseph Feder, New 
York City — Schmerge and William i? 
Mileham, Washington, D. C. The run- 
ner-up awards in lives leadership were 
presented to Clinton H. Hendricks, I. 
Houston, Ronald L. Ward of Seattle 
and Peter J. Marquez of Kansas City. 

Second Vice President H. Douglas 
Palmer, meeting chairman, opened ‘the 
business session on Wednesday morning 
and was followed by Vice President in 
Charge of Agencies Charles G. Heitze- 


berg, CLU, who officially welcomed the 
group at the annual meeting. 


Features of Program 


In the first session, Director of Train- 
ing William F. McMurray discussed 
“Prospecting in 1961.” This was followed 
by a round-table discussion on “You In- 
corporated” led by William F. Blake, 
Ir., CLU, assistant director of training. 
In the afternoon a round-table discus- 
sion on “Sales Aids” was led by Douglas 
W. Johnson, director of sales promo- 
tion. 

A featured speaker in the morning was 
John H. Ames, CLU, New York- Young- 
man agency. One of the company’s out- 
standing life underwriters, Mr. Ames is 
a life and qualifying member of the Mil- 
lion Dollar Round Table, and is a life 
member of the National Associates, Mu- 
tual Benefit’s association of top 25 agents. 
In 1948, Mr. Ames was one of the com- 
pany’s first-year leaders. 

Company President H. Bruce Palmer 
ended the day’s business session by fore- 
casting the Club members’ future in the 
life insurance business as well as dis- 
cussing their importance to the company. 

At the banquet on Thursday evening, 
Second Vice President and Director of 
Agencies Wilbur E. Hintz acted as 
toastmaster introducing General Agent 
W. O. Catterton, CLU, of the Houston 
agency who had three qualifying first- 
year agents at the meeting. Mr. Catter- 
ton was the featured speaker for the 
evening. Special diplomas were also 


Security Mutual at Boca Raton 


An increasing public awareness and 
the demands of national government 
have resulted in the tremendously ex- 
panded use of insurance—both personal 
and business—to meet today’s needs. 
This observation on the growth of in- 
surance business in the United States 
was made by Richard E. Pille, president 
of Security Mutual Life of Binghamton, 
N. Y., in a keynote address to delegates 
and guests attending his company’s con- 
vention in Boca Raton, Florida. The 
convention, attended by about 150 home 
office and agency representatives and 
their wives, was held in the Boca Raton 
Hotel and Club, October 30-November 2. 

In keeping with the times, a mock 
political convention set the stage for the 
four-day gathering, with each business 
meeting taking the form of a platform 
planning session. Theme of the conven- 
a was “Service to the American Pub- 
ic 

Mr. Pille, in elaborating on the mush- 
rooming growth of insurance investment, 
cited the $550 billion worth of regular 
insurance in force today as compared to 
the $3% billion in force at the time of 
Security Mutual’s founding in 1886. 

He also noted the industry’s $115 bil- 
lion assets figure and the fact that there 
are in America today more than 130,- 
000,000 policyholders—constituting 70% 
of the population. 

“In 1959 alone,” Mr. Pille observed, 
“the following payments were made by 
the industry: $3,100,000,000 in death ben- 
efits; $4,420,000,000 to living policyhold- 
ers, and $2,400,000,000 in health benefits; 
almost $10,000,000,000 in benefits in one 
year alone. 

“They represent,” he said, “the tre- 
mendously expanded use of insurance, 
both personal and business, to meet the 
familiar needs we know—payment of 
mortgages, provision for education, fam- 
ily income, old age pensions, hospital 
and surgical bill payments, Social Se- 
curity income supplements, keyman and 
partnership insurance, disability income, 

stock transfers, tax funds, creditor pro- 
poe and many others. 

“Two activities of our national gov- 
ernment,” he continued, “have contrib- 
uted heavily to our growth. One is the 
monthly income concept in Social Se- 
curity for the family and for the in- 
sured’s old age. This has been a major 
educational factor on the value of jn- 
come to the American public. The sec- 
ond is taxes—income, gift, and estate, 
all of which have made it almost impos- 
sible for the normal individual to accum- 
ulate family funds except with the help 
of insurance. 

“With this great increase in public 
acceptance of the idea of insurance has 
come a similar increase in public recog- 
nition of the stature and reputation of 
the insurance agent who is primarily re- 
sponsible for this public acceptance. This 
is as it should be, for the agent has been 
primarily responsible for the spread of 
the insurance idea,” he concluded. 


Company’s Innovations 


Of major interest to those attending 
the convention were innovations in the 
company’s products, including: 





awarded to all 35 Club members. 

On Friday, the Club traveled to the 
company’s home office building in New- 
ark where two award winners, Peter 
J. Marquez and Gordon D. Brouse, Sr. 
spoke. Their talks were followed by a 
discussion of ‘ ‘Partnerships in the Life 
Underwriter Career” by Director of 
Career Development Francis L. Merritt, 
CLU. During the morning, the agents’ 
wives had their own special round-table 
session devoted to methods of helping 
their husbands in the business. 

Agents and their wives met with com- 
pany officers at a luncheon to hear a talk 
by Mr. Heitzeberg. After the luncheon, 
Club members were taken on a tour of 
the building by Mildred F. Stone, CLU, 
staff assistant to the president and 
Malvine Mills and Mary G. Flanagan of 
the agency department. 





Gabor-Eder 
PILLE 


RICHARD E. 


Term to 75 Rider. This rider, which 
can be attached to any permanent in- 
surance plan, becomes paid up at age 
65. At that time, the insured has three 
options: He may choose paid-up term 
insurance to age 75, paid- up insurance 
for life, or a cash settlement. This “Se- 
curity 75” rider carries the additional 
attractions of dividends, non-forfeiture 
values, and a quantity allowance. 

10-24 Group Plan. More liberal under- 
writing and an almost complete flexibil- 
ity are the distinctive features of Se- 
curity Mutual’s modernized 10-24 Group 
Plan. The result is a plan with generous 
daily room and board limits, surgical 
schedules, and loss of time benefits. 

Improved Accidental Death Benefit and 
Disability Rider. New ADB and dis- 
ability riders feature liberalized aviation 
restrictions (the company will pay all 
passenger deaths) and the “accidental 
means” restriction is no longer a part 
of the ADB rider. In addition, policy 
terminology has been clarified and sim- 
plified. 

Group Life Limits. These have been 
raised for the 10-24 plan and the 25 and 
over category as well. The revised limits, 
in all cases, are realistically related to 
the insured’s annual income. 

First Year Commissions. Security Mu- 
tual has substantially increased agents’ 
first-year commissions on level term 
riders, family income riders, and Group 
life policies. 

Interest Rates. The interest rate on 
all policyholder funds is to be raised to 
31%4%, and will be accompanied by a 
31%4% discount on advance premiums. 

Convention guests also heard a general 
outline of company programs and ac- 
tivities being planned in connection with 
Security Mutual’s approaching 75th an- 
niversary year. Security Mutual was 
chartered November 6, 1886, and 1961 
has been designated Diamond Jubilee 
Year throughout the company.., 

Other principal convention’ speakers 
were Agency Vice President Harland 
ae Knight and Thomas A. Wilson, a di- 
rector of the company. Mr. Knight, in 
an address that closed the convention, 
called for a concerted sales effort to 
highlight the anniversary year. Mr. Wil- 
son, who is also a director and vice chair- 
man of Marine Midland Trust Co., de- 
scribed the insurance business as seen 
through the eyes of a banker. 

Following the close of the convention, 
a number of company officials remained 
at Boca Raton for one-day meeting with 
Security Mutual’s General Agents Ad- 
visory Council. The eight-member GAAC 
meets twice a year with home office of- 
ficials to discuss Security Mutual’s gen- 
eral competitive position, advances with- 
in the industry, and to offer suggestions 
concerning product development. 
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Lamar Life Vice President 
wrape 


SAM G. 


SHACKELFORD 


The board of directors.of Lamar Life 
this week elected Sam G. Shackelford, 
CLU, vice president. Mr. Shackelford 
has been serving as associate agency di- 
He went to Lamar Life 
from Life 


rector since 1957 


three years ago Insurance 
Agency Management 


Hartford. The 


m agent 


Association in 
several books 
development Mr. Shackelford 
is recognized nationally as an authority 


author of 


in the field of life insurance agent train- 

A Chartered Life Underwriter, Mr. 
Shackelford is the past associate di- 
rector of the Institute of Insurance Mar- 
keting at Southern Methodist University 
and past senior consultant and member 
staff of the Life In- 
Management Associa- 


of the teaching 


surance Agency 
tion. 


Motorola’s Employes Covered 
By Washington National 


Washington National of Evanston, IIl., 
announces the adoption of a new Group 
insurance contract, covering Motorola, 
Inc. employes and _ their dependents, lo- 

cated in major facilities in Arcade, N. Y. 
Chics ago; Culver City, Calif.; Franklin 
Park and Quincy, Ill.; Minneapolis; 
Phoenix, Ariz. and Riverside, Calif. 
Motorola is one of the leading firms in 
the electronics industry. 

The Motorola insurance plan provides 
Group life, accidental death and dismem- 
berment and loss of time benefits for 
employes, and basic hospital-surgical- 
medical and super-imposed major med- 
ical for employes and their dependents. 

In commenting upon the Motorola 
group, Paul W. Watt, president of Wash- 
ington National said: “We are delighted 
to add Motorola to the prestige business 
firms which have selected Washington 
National as their Group insurance car- 
rier.” 

zn. J. Wette rlund, Washington National 
board chairman, added: “Motorola, with 
its rapidly expanding business, and its 
ultra-modern treatment of its employes, 
has been seeking the very best of insur- 
ance coverage. Therefore, we are par- 
ticularly proud that we have been se- 
lected to work with them in underwrit- 
ing this program.” 

Other large groups insured by Wash- 
ington National include: Ansul Chemical 
Co., Berkeley Mills division of Kimberly 
Clark, Charms Co., Chemetron Corp., 
Curtiss Candy «Sy East Texas Motor 
Freight, Southern Natural Gas Co., the 
Meyercord Co., California Teachers As- 
sociation, Kentucky Education Associa- 
tion, Maine Teachers Association, New 
Jersey Education Association, Washing- 
ton Educational Association and Wiscon- 
sin Education Association. 





Security Mutual Appoints 


Rochester General Agent 
Security Mutual Life, Binghamton, N. 
Y., has announced the appointment of 
Philip J. Cichanowicz as general agent 
in charge of its Rochester, N. Y., agency. 
Mr. Cichanowicz succeeds Simon Feld- 
man who is retiring after 19 years as 
Security Mutual’s general agent in Ro- 
chester. 


Mr. Cichanowicz, a native of Webster, 
N. Y., attended George Washington Uni- 
versity, Washington, D. C. and was 
graduated in 1950 from the American 
College of Practipedics, Chicago. For the 
next four years he served in the Navy 
as a hospitalman. 

Mr. Cichanowicz entered the insurance 
field in 1955 as an agent for Equitable 
Life Assurance Society. For the last 
two and one- half years he has been that 
company’s district manager in Rechester. 

A member of the Rochester Chamber 
of Commerce, Mr. Cichanowicz is also 
active in the local life underwriters’ as- 
sociation, and is a member of the Ro- 
chester Advertising Club. His member- 
ships also include the Rochester Yacht 
Club and the Rochester Power Squadron. 





Boettner Talks to New CLUs 
On Poise and Matiirity 


Joseph E. Boettner, CLU, president of 
the Philadelphia Life was a_ recent 
speaker at a CLU dinner in Baltimore at 
which new Chartered Life Underwriters 
received their designations. 

Mr. Boettner’s talk was entitled “Ma- 
turity and the Chartered Life Under- 
writer.” He discussed the need for con- 
tinued study and stated that the CLU 
designation gives the opportunity, but 
not the right to be a specialist. 

Giving examples of youth and mawrity, 
Mr. Boettner said: “The immaturities of 
some of the aged and supposedty~grea: 
men of today are constant reminders 
that maturity is never complete in any 
person. Poise is another quality to be 
found with maturity, for poise indicates 
possession of faculties which cannot be 
disturbed. Show and pretense only fool 
those who are putting on the masks of 
stability or strength they do not possess.” 

Mr. Boettner summed with the state- 
ment that each of the new CLUs, having 
repeated the pledge, had evidenced the 
fact that they have wisdom and poise 
which are but two elements of maturity. 
He urged each of them to continue to 
develop their powers and bring them 
under the rigid discipline of an unwaiver- 
ing self-control. 











CONSULTING ACTUARIES INTERNATIONAL, INC. 


Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 


ClIrcle 5-2300 








Republic National Holds 
Agency Executive Seminar 


Nineteen insurance executives from ten 
states were in Dallas the week of Oc- 
tober 31 to attend an Agency Executive 
Seminar conducted by the Reinsurance 
Division of Republic National Life of 
Dallas. 

Subjects covered by the seminar, ac- 
cording to W. N. Stannus, senior vice 
president in charge of the Reinsurance 
Division, included training plans, sales 
techniques, underwriting, financial plan- 
ning and public relations. 

Class instructors were Clarance J. 
Skelton, senior vice president and co- 
ordinator of production planning; Frank 
A. Jeffett, vice president of Reinsurance 
Division; Robert P. Brady, vice presi- 
dent and actuary, Reinsurance Division; 
Jack R. Morris, vice president and di- 
rector of public relations; Lyman E. 
King, CLU, assistant vice president and 
director of agency training; ‘Russell R. 
Hunke, assistant vice president and di- 
rector of general agencies; Harry A. 
Nurnberg, assistant vice president of Re- 
insurance underwriting; Richard L. Dod- 
son, superintendent of agencies and Rob- 
ert E. Caprielian, agency secretary. 

At a graduation banquet, the execu- 
tives were guests of Theo. P. Beasley, 
president of Republic National Life. 





Ga. International Names 
McMurchy Agencies Sup’t 


Gene C. McMurchy has joined Georgia 
International Life home office staff as 
superintendent of agencies, according to 
Wylie Craig, vice president. 

Prior to joining Georgia International, 
Mr. McMurchy was in Kansas City, 
where he developed a strong agency for 
Lincoln National Life. Early in his sales 
management career, he started a produc- 
tion unit for The Prudential on the west 
coast which, within two years was pro- 
ducing significantly. 

Mr. McMurchy has completed both the 
LIAMA and the LUTC training pro- 
grams. He served in the Army Air Force 
during World War II. 
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JOHN A. 


130 William St., New York 38, N. Y. 


NATIONAL LIFE 
OF 
VERMONT 





ABE EISEN BRANCH 
ABE EISEN, CLU 
110 East 42nd Street 
New York 17, N. Y. YU 6-2490 


Split Level Premium Life Insurance 
Low Outlay-Low Cost-Ask about it 


NEWMAN AGENCY 


General Agents 


WO 2-2163 























DD PERSONNEL 


SERVICES, INC. 


“Specializes in Insurance" 


LIFE AGENCY MANAGERG.......... $12-15,000 
Top production, top recruiting can move you 
into blue chip agency mgmt. Personality & 
exec ability, of course. 


GROUP ADMINISTRATION ................. $10,000 
Ground floor ager ne for the man with 
some underwriting, claims and contract. 


ACTUARIES ASSOC & FELLOWS....$12-25,000 
LIFE BROKERAGE MGMT—South.......... $13,000 
LIFE UNDERWRITERS—N.Y., Penna..... 8-9,000 
‘ADVANCED UNDERWRITING EXEC...... 8,000 


ASST. TRAINING DIRECTOR—South.... 8,000 
GROUP SALES & SERV— 
Coast to coast 8,000 





A & H UNDERWRITER N/England........ 7,000 
ASST. AGENCY MGR Westchester...... 7,000 


50 CHURCH STREET NEW YORK 7, N. Y. 











WoOrth 4-8410 





NALC Committees Will Meet 
In New York November 29-30 


The activities committees of National 
Association of Life Cos. Inc., will hold 
their usual conference in New York on 
November 29-30, at the time of the NAIC 
winter meeting. NALC will hold its ses- 
sions at the Hotel Roosevelt, which ad- 
joins the Commodore, where the NAIC 
sessions will be held. 

The meetings are open to all NALC 
members. On November 29 there will be 
special reports on taxation, variable con- 
tracts and a proration plan for hospital- 
ization contracts. November 30, the vari- 
ous committees will make their reports 
to the executive committee. 

One of the reports will be that of Pres- 
ident B. L. Carter. President Carter and 
co-chairmen Joe Scott and Jul Baumann 
of the membership committee have been 
conducting a membership and educational 
campaign since the convention in late 
July, and will have the results to submit 
to the members. 

The NALC members attending the 
conference or the NAIC sessions will be 
guests of Michael Levy of Standard 
Security Life of New York. There will 
be a reception at Mr. Levy’s home office, 
and this will be followed by dinner. 





JOINS OLD REPUBLIC 

Carl Fernandez has been appointed 
as a special representative of Old Re- 
public Life, Chicago. Mr. Fernandez is a 
graduate of the Eastman School of Busi- 
ness, and followed this with 2% years of 
military service. He is now associated 
with Columbian Agency Corp. of 15 East 
40th Street, New York, as a mutual 
fund’s consultant. 





Multiple Benefits 
(Continued from Page 1) 


double-double indemnity benefits are in 
both cases equal to two times the amount 
of the policy with which it is issued. 
Since the new triple indemnity benefit of 
the New York Life may not be added to 
a policy after issue, a special program is 
being adopted whereby a new policy may 
be issued with additional accidental death 
benefits in excess of the triple indemnity 
benefit. 

Since the time double indemnity cov- 
erage was first introduced shortly after 
World War I, New York Life has paid 
nearly $100 million to beneficiaries © 
individual policy owners who died as 4 
result of accidental injuries. 
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The Equitable Life of Max Schneid 
in Jersey City, N. J. 









Max (‘“Mac’’) Schneid, CLU, sits for Usually he’s on the go. Active in Red His hobby is his family. He’s proud of 
this royal treatment. At hand: wife Cross work, with Helen. Mae is with Carolyn who is now attending New York 
Helen. At foot: daughter Carolyn. the Johnston Agency, Newark. University, College of Medicine. 

ye : | i 












ae 


it Ons: te 


Admirer: He and Helen work together Worships, works, and lives in Jersey Mac used to practice law. But no 


in community activities. But in painting City. Educated at Columbia University more. Thinks selling is more rewarding. 


she works alone; he superintends. and at Brooklyn Law School. More fun. Has many lawyers as clients. 





<t 





Good friend is Jersey City Commis- Another client, Curtis Lion, President Painting awarded for being Agency 
sioner James FE Murray, Jr. Mac is of Seal Fluff, Inc., shows Mac elec- “Man of the Year;’ 1955. “Honor Agent” 
active in Hudson County L.U.A. tronic quilting process for plastics. for N. Y. metropolitan area, 1959. 


* 
A Man’s Prestige somehow goes hand in hand EB ult abl e 
with the prestige of the company he represents. THE 6] 

This is why Mac is proud to be a life underwriter 


with Equitable. Living Insurance is more 
than a need...it’s a career! Home Office: 393 Seventh Avenue, New York 1, N. Y. @iv60 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Tune in The Equitable’s Our American Heritage, Friday, December 2, NBC-TV. 
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Your clients are the most important 
people in the world. Their personal pro- 
tection needs are not met without GUAR- 
ANTEED RENEWABLE ACCIDENT 
AND HEALTH. Let me tell you about 
our modern, flexible plans, all backed 
by a mutual legal reserve company li- 
censed in New York State since 1886! 
Call me today for details. 


PAUL FISHMAN 


JAFCO 
LIFE AGENCY INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





Berkshire Reduces Rates 
On Immediate Annuities 


Berkshire Life has announced reduc- 
tions in rates on immediate annuities. 
Following show comfpaftsoh for an an- 
nuity of $10 a month. 


Immediate Annuity Life No Refund 


Male 
Issue % 
Age Old New  Reduct. 
. eee $1,591 1,415 11 
|, eee $1,323 1,176 11 
1 ee ee $1,078 947 12 
Female 
% 

Old New Reduct 
$1,873 1,619 14 
$1,591 1,354 15 
$1,323 1,094 17 

Immediate Annuity Cash Refund 
Male 
Issue % 
Age Old New’  Reduct. 
eee tes $2,227 1,695 24 
lel 1S $2,015 1,494 26 
APR ee $1,817 1,308 28 
Female 
% 

Old New Reduct 
$2,450 1,826 25 
$2,227 1,610 28 
$2,015 1,406 30 





Berkshire Life Opens 
Second Agency in Miami 


The opening of a second agency for 
Berkshire Life in Miami was announced 
by George D. Covell, CLU, first vice 
president, sales. 

Since 1949, the company has maintained 
one agency in Miami, with Andrew 
Kakoyannis as general agent. This 
agency will continue at new quarters on 
West Flagler St. 

The new second agency will be lo- 
cated in the company’s present offices 
at S. W. First St. General Agent will 
be Henry Weiss, CLU, who has been 
running the company’s agency in West 
Palm Beach. That office will continue 
to operate as a branch of Berkshire 
Life’s new Miami agency. 


Marriage of F. M. Smith 
And Anne Marie Scannell 


Anne Marie Scannell and Francis Mc- 
Adam Smith were married in Church of 
Our Saviour, Park Avenue and Thirty- 
Eighth Street, New York, November 4. 
Mr. Smith, former administrative vice 
president of Metropolitan Life, retired 
from that company last Miay. Mrs. 
Smith, a graduate of Fordham Uni- 
versity, was secretary to Cecil J. North, 
president of Metropolitan. Mr. Smith 
is a Fellow of Society of Actuaries, and 
a member of New York Athletic and 
Manhattan clubs. 

The ceremony was performed by Rev. 
Thomas P. Scannell, pastor of St. 
Nicholas Church, Annandale, Va., a 
brother of the bride. Immediately fol- 
lowing the ceremony a breakfast-lunch- 
eon at New York Athletic Club was at- 
tended by the immediate family. The 
couple will live in New Rochelle and 
Westport. 





3 Hancock General Agents; 


Successors to Erickson 
Appointment of three new general 
agents in Buffalo has been announced by 
the John Hancock. Vincent C. Bowhers, 
CLU, Alvin E. Katz and Charles S. 
Tautkus, will succeed former General 
Agent Edwin R. Erickson, who relin- 
quishes his management duties .of the 
Buffalo agency on November 30. All 
were former assistant general agents. 





Thornsjo General Counsel 


Investors Syndicate Life 


Douglas F. Thornsjo has been elected 
general counsel of Investors Syndicate 
Life Insurance and Annuity Co. of Min- 
neapolis, it was announced by W. Grady 
Clark, president of the company. 

Mr. Thornsjo has been associated with 
Investors’ law department since June 
1956, and was made counsel of Inyestors 
Syndicate Life in December 19577” Prior 
to coming with Investors he was asso- 
ciated with the law firms of Bundlie, 
Kelley and Maun, St. Paul. and with 
Dewey, Ballantine, Bushby, Palmer and 
Wood, New York City. 

A native of Minneapolis, Mr. Thornsjo 
is a graduate of the College of Science, 
Literature and Arts and of the Law 
School at University of Minnesota. Dur- 
ing World War II, he was appointed to 
the Merchant Marine Cadet Corps. Dur- 
ing Korea Mr. Thornsjo was special aide 
to the Commander of the U. S. 6th Fleet 
and was an instructor at the U. S. Naval 
School of Justice. He was on the board 
of editors of the Minnesota Law Review, 
and is the author of several published 
articles dealing with trade regulations. 


Our aim is to 








Awarded CLU Degree 


Nine Occidental Life of California rep- 
resentatives have completed the courses 
of the American College of Life Under- 
writers this year and received their CLU 


degrees, while another representative 
successsfully completed the courses re- 
quired of a Canadian CLU. 

The ten new Chartered Life Under- 
writers are Frank C. Bowen, Earl J. 
Christy agency, Dearborn; John J. Car- 
roll, assistant manager, West Los 
Angeles branch office; Earl J. Christy, 
general agent, Dearborn; Henry S. Hell- 
weg, A. L. Raaberg agency, Santa Ana, 
Calif.; Leonard A. Knobbe, St. Louis 
branch office; Gene M. Kronberg, Mark 
Barichievich agency, San _ Francisco; 
John T. McMullen, Christy agency, Dear- 
born; Harold K. Quinn, general agent 
in Shreveport; and Cyrus G. Shepard, di- 
rector of brokerage sales, home office, 
Los Angeles. Reuben Schafer, general 
agent in Toronto, earned the Canadian 
CLU degree. 

Thomas R. Cantwell, manager of Oc- 
cidental’s Westchester branch office in 
Los Angeles, who was already a CLU, 


passed the examinations for the College’s 
diploma in agency management. 

Charles B. Raaberg of the Los Angeles 
branch office completed the courses and 
will be awarded his CLU degree when 
he has met the College’s production and 
experience requirements. 
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BOSTON MUTUAL 
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MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Quality Disability Income Protection 


vvv 


that is capable of doing the job for 
which it was purchased. 


LOYAL ATKINSON 


Thomas E. Atkinson, Associate General Agent 


60 East 42nd Street 













provide protection 


General Agent 








New York 17, N. Y. 
MU 7-5212 


Alvarado, Jr., Joins LINA as 
San Juan Office Manager 


SRE LTTE 
x ie BES 


ARCILIO ALVARADO, JR. 


Arcilio Alvarado, Jr., has joined the 
Life Insurance Company of North Amer- 
ica as manager of the company’s office 
in San Juan, Puerto Rico, it was an- 
nounced by Leland T. Waggoner, CLU, 
sales vice president. 

Mr. Alvarado began his insurance 
career in 1957 as a John Hancock sales- 
man in San Juan. After nine months, 
he became a supervisor and was subse- 
quently appointed associate general 
agent, the position held until receiving 
his present assignment with LINA. 

An Army veteran, Mr. Alvarado at- 
tended Catholic University of America, 
Washington, D. C., Polytechnic Institute 
of Puerto Rico, and University of Ma- 
drid School of Medicine. 

He is a member and past president of 
the legislative committee of the National 
Association of Life Underwriters and a 
member of the board. ‘Mr. Alvarado re- 
sides with his wife and two children in 
Santurce, Puerto Rico, 





A. G. Haskins Dead 


A. G. Haskins, 46, Atlanta branch man- 
ager of Business Men’s Assurance, died 
November 3, after a short illness. He had 
suffered a heart attack October 15. 

Mr. Haskins had been associated with 
BMA since 1955. He was named district 
manager in 1956 and was named branch 
manager of the newly-created BMA At- 
lanta branch office on January 1 of this 
year, 

Surviving Mr. Haskins are his wife, 
Mrs. Lillian Dean Haskins, and_ five 
children: Peggy Winfred, Bernard Glenn, 
Wanda LaVergene, Brenda Fay and Ed- 
ward Aaron. His brother, Tom, is a 
BMA sales representative. 
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Advertising that 


Advertising — direct mail — point of 
sale—these three lines of communi- 
cation are neatly tied together in 
the Mutual Of New York's mar- 
keting plan to promote and sell 
‘ADD-ON’ insurance. 


In announcing the ‘ADD-ON’ pro- 
gram to the field force, MONY said: 
“Our advertising and sales develop- 
ment people have worked closely to- 
gether as a team to give you the most 
effective merchandising and adver- 
tising we have ever had in this 
company.” 

“The name ‘ADD-ON’ was selected 
to identify a concept which the reader 
could readily grasp. We want the pros- 
pect to understand that he can obtain 
extremely flexible coverage, tailored to 
meet his current and future changing 
needs; when he becomes a MONY 
policyholder.” 

MONY field underwriters found 
‘ADD-ON’ most helpful in approaching 
new prospects as well as established 
policyholders. 


Four Basic Steps 


| To-make this campaign successful 
..MONY has followed sales methods 
which were proved in the past and 


yor 
ay 


which again have been effective: 
First, the design and pricing of the 
product were planned to give it con- 
sumer appeal and to make it easy for 
the prospect to buy. A series of con- 
tract riders make it possible for the 
insured to add on extra protection and 
flexibility to a basic MONY policy. 
Second, magazine advertising in 
LOOK, Life, Time, Newsweek and 
Reader’s Digest is used to take the 
‘ADD-ON’ story to a wide audience. 
Third, attractive merchandising 
keeps MONY field underwriters in- 
formed of the advertising program and 
when and where ads will appear. In- 
cluded in each merchandising kit are 
sales suggestions and interview ma- 
terials designed to help the field 
underwriter increase his sales activity, 


to promote continuing policyholder 


service, and to open the way for repeat 
business. 


Constant Promotion 


Fourth, the same theme is constantly 
promoted and repromoted. Advertise- 
ments tell the reader: “Here’s an im- 
proved way to fit life insurance to 
current circumstances and then to 
adjust the insurance in later years to 
meet changing needs.” 

And the proof of the pudding— 
thanks to a comprehensive program of 
developing a product with appeal and 


a consumer-oriented idea supported 
by a carefully developed marketing 
plan, MONY is on its way to the com- 
pany’s biggest year in sales volume! 


A Help in Selling 


In instructions to its agency organ- 
ization so they can capitalize on the 
‘ADD-ON’ advertising theme, the com- 
pany says: “Yes, ‘ADD-ON’, used with 
imagination, can help to strengthen 


a 


The exciting story of people . 











Helps Agents Sell 


materially the sales techniques of 
almost every MONY field underwriter. 
This is true whether your method of 
selling is geared to the simplest single- 
needs type of situation, whether it be 
based on multiple-interview estate 
planning, or simpler programming, or 
whether it involves business insurance. 
Of course the way in which ‘ADD-ON’ 
should be used will vary with the basic 
sales presentation.” 





. . what they do, what they 


feel, what they want, what they think...an everchanging 
story told with warmth, understanding and wonder. 


Reaching into 16,850,000 households with a single issue 
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Phoenix Mutual Announces 
Field Management Changes 


Phoenix Mutual has announced five 
field management changes and the open- 
ing of two new agencies. The new agen- 
cies result from a splitting of the com- 
pany’s Interstate Agency and will be 
known as the Fairfield Agency, located 
in Stamford, Conn. and the Westchester 
Agency located in White Plains. 

Edwin H. May is advanced to consult- 
ing manager, Hartford Agency. George 
H. Jennings, CLU, formerly manager at 
Interstate will succeed Mr. May as man- 
ager of the Hartford Agency. The new 
Fairfield Agency will be headed by Ger- 
ald Kiviat, formerly manager at George- 
town. The vacancy at Georgetown will 
be filled by Anthony A. Mazzagatti, 
former field supervisor who has been ad- 
vanced to manager. Walter F. Wein 
hardt, former field supervisor has been 
named manager of the new Westchester 
Agency. 

Mr. May’s appointment as consulting 
manager is the culmination of a success- 
ful career in agency management. For 
the past 23 years he has served as man- 
ager of the company’s Hartford agency 

Mr. Jennings, manager of the Hart- 
ford agency, has been associated with 
the company since 1931. He entered sales 
management in 1947 and following super- 
visory training assignments at New York 
Uptown, New York Lincoln and Dallas, 
was named manager of the Interstate 
Agency in 1952. 

As manager of the new Fairfield 
agency, Gerald Kiviat moves up to his 
third management assignment. Previous- 
ly he had directed the North Texas 
agency and more recently, the George- 
town agency. He joined the company as 
a sales representative in 1951 and entered 
agency management in 1953. 

Mr. Mazzagatti, manager of the 
Georgetown agency began his life insur- 
ance career in 1956 as arsales repre- 
sentative in the Philadelphia agency 
Following graduation from supervisor's 
training school in 1957, he has held spe- 
cial assignments at the home office, 
Rochester and North Jersey 

Mr. Weinhardt, manager of the new 
Westchester agency, joined the com- 
pany’s Toledo agency as a sales repre- 
sentative in 1955. Selected for manage- 
ment training in 1957, he has had super- 
visory experience at Charlotte, Inter- 
state, St. Louis, Grand Rapids, Provi- 
dence and Hartford. 


Great Southern Adopts 
New Broker’s Contract 


Great Southern Life, Houston, has 
adopted a new broker’s contract provid- 
ing lifetime service fees. On the life 
insurance written in any contract year 
during which the broker pays for at 
least $100,000 of business, a lifetime serv- 
ice fee of 2% will be allowed. First year 
life commissions are at the same rates 
as Great Southern allows to its career 
agents. Lifetime service fees are also 
allowed on A. & S. policies. 

A. & S. policies count in qualifying 
for the minimum $100,000 requirement 
on the basis of $1,000 for each $10 of 
A. & S. commission. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1, N. Y. 
TRiangle 5-7362 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 












wo. Dillion 
ATTAINED... 





Medical Head Ohio Nat’l 





DR. JANUS C. LINDNER 


Ohio National Life of Cincinnati an- 
nounces the retirement of Dr. H. H. 
Shook, who first joined the company in 
1924 and has been medical director since 
1925, and the appointment of Dr. Janus 
C. Lindner, who has been associate med- 
ical director, to succeed him. 

Dr. Shook, who graduated from the 
College of Medicine of University of 
Cincinnati and served for two years in 
the Cincinnati General Hospital, is a 
Fellow of the American College of Med- 
icine, a Diplomate of the American 
Board of Internal Medicine and a mem- 
ber of the American Heart Society, the 
American Medical Association and the 
American (Diabetes Association. He 
serves currently on the staffs of three 
Cincinnati hospitals and held several 
offices in the Cincinnati Academy of 
Medicine. 

Dr. Lindner is a graduate of Middle- 
bury College, Yale School of Medicine 
and interned at Walter Reed Hospital, 
Washington, D. C. He was formerly as- 
sistant medical director for The Pru- 


dential at the Minneapolis regional home 
office. 





Provident Mutual Opens 
District in Jacksonville 


Charles E. Probst, vice president, 
Group division of Provident Mutual Life, 
Philadelphia, has announced that the 
company opened a district Group office 
in Jacksonville, Florida, to serve the 
growing demands of the north Florida 
area. The office is under the direction 
of Basil D. Tihansky, who has been ap- 
pointed district Group manager. 

Mr. Tihansky, a graduate of Villanova 
University, joined Provident Mutual last 
June. He has had previous Group insur- 
ance experience with the New York 
Life. 





| O'TOOLE ASSOCIATES 
Incorporated 


Management Consultents to 


Insurance Companies 
Established 19465 











efferson 


LIFE INSURANCE COMPANY 


tandard 


Home Office: Greensboro, N.C. 








Woodward, Ryan, 
Sharp & Davis 


Consulting, Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Satisfaction, Success, and Prestige Attract 
MBL General Agents’ Sons to Life Insurance « 


Six sons of successful Mutual Benefit Life general agents have 
followed in their fathers’ footsteps for a career in life insurance. 





A survey of the six young men showed 
that satisfaction in being-able to help peo- 
ple solve their problems, to have profes- 
sional status, to be self-employed, and 
quality of salesmanship were the leading 
reasons for entering life insurance. 








The son of Hempstead 
general agent Victor R. 
Goldberg, CLU, Bernard § 
E. Goldberg, was influ- | 
enced by the fine exam- 
ples of insurance men he 














TO“ OFFICE OF THE YEAR” 


When the Mutual Benefit Life Insurance 


Most interesting is the fact that the saw so frequently, plus Company was founded in 1845 by Robert 
tee father-son teams are from different parts the desire to enter a pro- L. Patterson, and a lawyer, tallow 
nus of the country. fession in which he could **™**4 ¥: Goldberg chandler, carriage manufacturer and sev- 
ied help others and earn a good income. eral merchants, they held many of their 
a For All These Reasons Gerald E. Youngman, | early meetings in the back room of a New- 

of Charles L. Doane, Jr., — son of New York gen- © ark grocery store. 

; in son of Omaha general | eral agent Arthur V. | Today the MBL Home Office is a 
sa agent Charles L. Doane, _ Youngman, entered life | twenty-story tower of white limestone and 
ne CLU, had three reasons} insurance because of his blue-green glass. At the top, day and night, 
— for selecting a career in father’s love for the busi- “Mutual Benefit Life” shines in twelve- 
the life insurance. They in- ness, and salesmanship. Gerald E. Youngman foot stainless steel letters. Completed 
the cluded professional pres- ™ eens ire pecs me 
He : a ored wi e national “Office of the Year” 
hree neni _ iret Charles L. Doane, Jr. NEW MBL FIELD ADVISORY COUNCIL award, with a commendation for the way 
eral ree arene inde pi" TO PROMOTE LIAISON, UNDERSTANDING it combines effci | 
ee would depend on his willingness to work. . it combines efficiency and economy with 
Mutual Benefit Life Insurance Company __ Peauty and dignity. 
onl _ The son of Miami general yeceenena lt rsa Mutual Benefit Life Has 10.16% 
sas a. eee a. Advisory Committee amd provide more Of Agents in MDRT 
‘ated Jr., chose a cancer in life sales assistance. ; Ranks 4th Among All Companies 
a insurance because of the i Leda cnautlininn Pdr ae The high caliber of Mutual Benefit Life 
oe : gents, and by means of an improved for- ; : : 
prestige and a deep con- ann diate i d objectives, "@Presentatives was once again recognized 
: viction about the impor- ae eee eee ee with the current tally of Million Dollar 
ille Ritson tanceel the job. is designed to promote more effective liai- Diceck Wahteianenicaniaan 
cs son and communication between Mutual 156 Mutual Benefit i: f paren 
Life, Benefit Life’s home office and the field. It eeneceed va pp ee ' “a se . es 
Pa Melvyn J. Huber, assist- will provide a means for the agent to ex- : scenes Qua . ying memberstap in t pe 
the ant general agent of the press his opinions, and to channel ideas, national Million Dollar Round Table. This 
= Solomon Huber-New § questions, recommendations and _ prob- Pienetioy over 10% of the MBL field 
“ap- York general agency, lems from the field to the Home Office. 131 Mutual Benefit Life field 
om and son of Solomon Hu- Among its additional objectives, the gies baer caine t | - aie 
Tast ber, credits the knowl- Council will aid creatively in sales and suas pve ire field force — are Quali- 
Pork edge that he could help merchandising, consider agents’ special ying - 
people solve their prob- *~ problems, enhance the independent con- High National Membership 
lems, and make a good =e" Huber tractor status of the full-time career un- ‘ . ; 
4 living doing it, plus the chance to trainand = derwriter and typify the professional In the entire country, including all com- 








develop good men, as the motivation be- 
hind his choice of a life insurance career. 






= Bill Robbins, son of Lex- 
“4 ington general agent Earl 
> G. Robbins, chose a life 
insurance career because 
of the satisfaction his 
father derives from the 
business and from work- 
ing with people. 


4 bs f 


y & 
© Bill Robbins 


career concepts of life underwriting which 
are ingrained in the history of the Mutual 
Benefit field force. 





And a High Average Sale — 


$15,459.00 


In the Annual Report to Policyholders 
last year, Mutual Benefit Life reported 
that the average MBL policy purchased 
in that year was $15,459.00. 











panies, there is a total of 3,040 Million 
Dollar Round Table Life and/or Qualify- 
ing members — of which MBL members 
represent 5%. Coincidentally, Mutual 
Benefit Life, which is the fourth oldest 
life insurance company in the country, 
last year ranked fourth in Million Dollar 
Round Table Memberships. 

In Mutual Benefit Life’s own Million 
Club, there are 90 members who each 
wrote a million dollars or more Mutual 
Benefit Life business last year. 
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Earl F. Bucknell Named 
By Bankers Life, lowa 


IS EXECUTIVE VICE PRESIDENT 
President Warters Reports on Com- 
pany Progress; Four New Officers 
Are Also Elected 





Earl F. Bucknell was elected executive 
vice president of Bankers Life of Des 
Moines at the company’s board of di- 
rectors recent meeting. He has been 
vice president of the company since 1956 
and a member of the board of directors 
since 1957, 

Joining the company in 1930, he pro- 
gressed through various positions in the 
actuarial department to become vice 
president and actuary in 1946. He helped 
develop the early Group policies and 
practices used by the company. He has 
had major concern with the individual 
policies of the company for many years 
and in latter years has served on the 
finance, Ordinary underwriting, Ordinary 
sales and pension committees. In addi- 
tion, he is chairman of a4-2e-ordinating 
committee which has the responsibility 
of co-ordinating the various activities of 
the company pertaining to the sale and 
issuance of individual Ordinary life in- 
surance policies. 

A native of Michigan, Mr. Bucknell 
was graduated from the University of 
Michigan and has been active in its 
alumni affairs as well as civic affairs in 
Des Moines. He has been active with 
Community Chest agencies and is a mem- 
ber of the Streets and Highway com- 
mittee of the Chamber of Commerce. He 
has served for a number of years as a 
board member and officer of the Public 
Health Nursing Association and has been 
a member of the board of Roadside Set- 


tlement. He is a member of the Des 
Moines Club. 


Company Progress 


The first three quarters of the year 
have been a period of outstanding pro- 
gress for Bankers Life, President Den- 
nis N. Warters told the board. 

He cited an increase of nearly $240 
million of life insurance in force made 
up of increases of nearly $118 million 
in Ordinary insurance and more than 
$122 million in Group life insurance in 
force. Ordinary insurance issued and 
paid for during the first nine months 
amounted to $198,447,000, excluding guar- 
anteed issue special plans, compared with 
$181,687,000 for the same period last year, 
an increase of $16,760,000 or 9.2%. Pre- 
mium income from other Group cover- 
ages has increased more than $1%4 mil- 


- lion for the first nine months. 


Wide acceptance by the insurance buy- 
ing public of new plans introduced by 
Bankers Life during the year was also 
cited. 

Introduced only at the first of Sep- 
tember, the company’s new “Cradle Pro- 
tection” plan which offers coverage not 
otherwise available for birth imperfec- 
tions on new born babies, combined with 
life insurance on the baby and the 
mother, received immediate public ac- 
ceptance, he reported. 

Lifetime hospital and surgical policies 
introduced in April of this year also met 
with immediate public acceptance, Mr. 
Warters reported. Issued on a guaran- 
teed renewable basis from ages 18 to 55 
years, these lifetime policies and_ their 
companion series of Security policies is- 
sued from ages 56 to 75, very evidently 
met a definite need in the area of hos- 
pital and surgical policies for advanced 
ages, he said. 


New Offices Elected 


Four new officers were elected by the 
board of directors. Rex Farrier and 
Charles Farr were named assistant ac- 
tuaries. David Hurd and Donald Krieg 
were named assistant secretaries. 

Mr. Farrier, who has been actuarial 
assistant, is a native Iowan. He was 
graduated from Brighton high school 
and Parsons College and then served in 





EARL F. BUCKNELL 


the Army from 1952 to 1953. He joined 
Bankers Life in 1955 after receiving his 
master’s degree in actuarial science from 
the State University of Iowa. 

Mr. Farr, who has been a supervisor, 
Group division, also is a native Iowan. 
Born in Mt. Hamill, he graduated from 
Eureka, Ill., high school and from Grin- 
nell College. He served in the Army 
from 1943 to 1946 and took graduate 
work at Columbia and Cincinnati Uni- 


No Fables From Rosenberg 


Leonard Rosenberg, president of Ches- 
apeake Life, recently addressed the Oc- 
tober meeting of the Maryland Associa- 
tion of Health Underwriters which was 
held at the Park Plaza in Baltimore. 

The title of Mr. Rosenberg’s talk was 
“Tell Me A Story.” In his talk, he used 
a collection of stories he has accumulated 
o “sell the need” for accident and health 
insurance. 





wernities before joining Bankers Life in 
Both Mr. Farrier and Mr. Farr are 
fellows of the Society of Actuaries. 
Mr. Hurd, who has been a supervisor, 
Group division, was born in Chicago and 
graduated from Oak Park high school 
and Michigan State University. An 
Army veteran, he served from 1951 to 
1953 and joined Bankers Life in 1954. 
Mr. Krieg, who has been Group under- 
writer, is another native Iowan. He 
graduated from Iowa City high school 
and the State University of Iowa. He 
served for two periods in the Marine 
Corps—from 1946 to 1948 and was re- 
called to active duty from 1951 to 1953. 
He joined Bankers Life in 1954. 
Both Mr. Hurd and Mr. Krieg are 
fellows of the Life Office Management 
Association. 





For Rent 


Entire Floor 
Approx. 1,500 sq. ft. 
Air-Conditioned 
Automatic Elevator 
26 Cliff St., New York 


Bet. John & Fulton Streets 


BE 3-4328 


or Your Own Broker 





Midland Mutual Life’s 
Field Committee Changes 


Changes involving its General Agents’ 
Executive Committee have been an- 
nounced by Midland Mutual Life. Ed- 
ward L. Ward, CLU, of Wilmington, 
N.W., has been elected chairman, and 
Jack P. Smith, Cleveland is a new com- 
mittee member. Mr. Ward has served 
as Midland Mutual general agent since 
1951. Mr. Smith, a Midlander for 13 
years, has headed the Cleveland agency 
since 1952, 
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like to present it. 








Flexible-Age Retirement 


With LNL's flexible-age retirement plan, the policyholder does not set 
the maturity date when buying the policy; he can wait until the date arrives 


before making his choice. Naturally, clients like this feature and LNL agents 


Lincoln National's flexible-age retirement 


The 


plan is another reason for our proud claim that 


LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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” K. R. Austin’s New Post Vancouver General Agent 
John T. Turner has been appointed 
general agent in Vancouver, ‘Wash. for ° ° Lf Y. 
Occidental Life of California. Emil Will B. “PP4 to See pox 
Mr. Turner starts his own agency after 
three years with Occidental as a repre- AT HIS FINE RESTAURANTS 
sentative in Salt Lake City. He entered 23 PARK ROW 213 PEARL STREET 
the insurance business in 1954 and was Near Ann St., N. Y. Near Maiden Lane, N. Y. 
associated with Western Fidelity and Phone: WOrth 2-2514 Phone: Digby 4-2348 
Washington National prior to joining Diners Club, American Express, Hilton Carte Blanche 
bas paerciee ities Pye Private Room for Luncheon and Dinner Parties 
native of Utah, he attendec righam ‘ : 
Young University and the University of EMIL PANGAL On WQXR (Cocktail Hour) 5 p.m. every other Saturday. 
Utah and served in the Navy for two 
years. 
vv * & Z : 
The Northwestern Mutual 
” point of view in advertising: 
nts 
an- 
Ed- 
ton, . . 
and 
> pinpoint the prospects 
ved 
nce 
13 K. R. AUSTIN se . : s : 
ney Vernon Stouffer, President of the Stouffer Corporation, talks to millions of highly inter- 
Kenneth R. Austin, who has been ad- ested prospects when he talks to parents about their children’s college education. 
vanced by Equitable Life of Iowa from 
— the position of superintendent of policy 


issue to the new executive post of agency 
vice president, has been with the com- 
pany since 1947. Vice president of the 
agency division is J. R. Ward. Manager 
of the company’s sales promotion section 
is Ernest J. Wills, CLU. J. F. Duston 


has been advanced to superintendent of 
policy issue. 





NALU President North’s 


Heavy Travel Schedule 


William E. North, CLU, president of 
the National Association of Life Un- 
derwriters continues an ambitious 1960- 
1961 travel schedule during November 
with visits to nine local association meet- 
ings in six states, plus participation in 
two major insurance gatherings. 

Local associations that will welcome 
Mr. North are Spokane, Tacoma, and 
Seattle, Wash.; Portland, Ore.; Aurora, 
Ill. (with Joliet, Elgin, DuPage, and De- 
Kalb associations as meeting co-spon- 
sors); Madison, Wisc.; Carbondale, IIl.; 
and St. Louis. NALU’s president will 
also attend the LIAMA annual meeting 
in Chicago and the National Association 
of Insurance Commissioner’s fall meeting 
in New York City. 

As NALU’s top elected official, Mr. 
North has already visited Milwaukee 
and Appleton, Wisc.; Quebec, Canada; 
Harrisburg and Bryn Mawr, Pa.; Los 
Angeles; and Eugene, Oregon. 

NALU Executive Vice President Les- 
ter O. Schriver reports that Mr. North’s 
travel agenda will be made known per- 


to attend meetings that have been set up. 





Manager’s Handbook Special 


Life Insurance Agency Management 
Association announced that the Novem- 
ber issue of Manager’s Handbook is a 


of the manager’s job. 


also contains a symposium of recruiting 
letters and hints on following up these 
letters, as well as sample interviews to 





Currently appearing on the pages of TIME and NEWSWEEK, this advertisement is 


another in a continuing series used by Northwestern Mutual to help turn readers into 
prospects and prospects into clients, 
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be used with the candidate and his wife. 
The issue stresses the need for painting 
an objective picture to the candidate, 
and shows the manager how to evaluate 
whether the recruit is willing to pay the 
price of success. 
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BEN WOLPER ARTHUR GOLDBLUM 


Appointment of V. I. P. Programs, should be comprised of life insurance 
and other investments. Therefore, V. I. 
P. Programs, Inc. is making available a 
custom-tailored life insurance program 
Life of New York. Agency offices are combined with comprehensive major 
at 111 Fifth Avenue. V. I. P .Programs, medical coverage plus disability income 
Inc. has been created for the sale and imsurance and a prime investment pro- 
gram. 


Inc. as general agent in New York, has 
been announced by Standard Security 


servicing of total estate plans individually aad 9 : oie 
; It is V. I. P’s contention that both life 
insurance and mutual fund counselors 
must be professionally trained in order 
of V. I. P. Programs, Inc. and Arthur to best fulfill the responsibility of plan- 


designed to fit a client’s financial status 
Ben Wolper is chairman of the board 


Goldblum, CLU, is president ning and programming estates to fit in- 

Both Mr. Wolper and Mr. Goldblum dividual needs. To achieve this pur- 
are widely experienced in life insurance pose, special courses in “Economics of 
having been in the field for a combined Financial Planning,” “Life Insurance and 
total of 38 years. It is their feeling that Your Investment Program, “Principles 
the business or professional man’s estate of Investment,” “Making a Sale,” and 
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The answer in part may be seen in the amount of life 
insurance he himself owns — More than $100,000 — or 
in the amount he sells — over three quarters of a million 
dollars per year. 


Who is the man? He is the composite of Fidelity’s 75 
leading producers for last year. 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PARKWAY AT FAIRMOUNT AVENUE, PHILADELPHIA, PA 





New London General Agent 


For Continental American 


Continental American Life, Wilming- 
ton, announces the appointment of James 
M. Brown as general agent in New Lon- 
don, Conn. 

Mr. Brown has spent all of his business 
career in the sales field. Prior to join- 
ing Continental American, until most 
recently, he was associated with The 
Prudential, during which time he was 
winner of the sn oprade Trophy and 
was among the top 2% in production and 
persistency. He is secretary of the New 
London County Underwriter’s Associa- 
tion and is a member of the Junior As- 
sociation of Commerce. 





“Clientele Building,” will be offered. 

Mr. Wolper, owner of Danzig, Rieders 
& Wolper, insurance agency, entered the 
field in 1931 when he joined the organ- 
ization he now owns. He is a graduate 
of Bronx Business College and a member 
of the New York City Agents Associa- 
tion, 


Arthur Goldblum entered the insurance 


field in 1951 with Mutual Of New York 
where he served as assistant manager 
until 1957, At that time, he joined a New 


York office of National Life of Vermont, 
where he served as agent and manager 


until joining V. I. P. Programs, Inc. 


Provident Mutual Life 


Names Management Trainees 

Lewis C. Sprague, vice president and 
manager of agencies for Provident Mu- 
tual Life of Philadelphia, has announced 
the appointment of Charles E. Brady 
as manager in Cleveland, Curtis H. 
Campbell as manager of the newly es- 
tablished agency in Pensacola, and Wil- 
liam F. Farrell, Jr., as manager of a 
newly opened agency in Dallas. These 
men were all members of the company’s 
fifth management training course, con- 
ducted at the home office since last 
spring. 

Mr. Brady, who attended the Uni- 
versity of Florida, has had seven years’ 
experience in the life insurance business, 
producing over $1 million of new business 
in each of the last three years. 

A graduate of Florida State University, 
Mr. “Campbell joined the company in 
February of this year, after extensive 
life insurance experience with the John 
Hancock. 

Mr. Farrell joined the company in 
1953, has won frequent membership in 
the Provident Round Table, business 
conference for leading underwriters of 
his company, and qualified as a Provi- 
dent Million Dollar Producer in 1958. He 
is a graduate of Southern Methodist 
University. 


Ne. JOE SALESMAN'S GIRL+ERIDAY 


“It’s not my fault he lost another hot prospect because his 
competitor has Anico’s line of competitive policies and ° 


unique 


ANICO SAE LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A & H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





specials!” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 
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Woodson’s ‘Back Page’ 
Essays Featured in Ads 


OF AMERICAN GENERAL GROUP 





He Has Been Writing These Messages 
Dealing with Life Insurance 
Subjects for Over 20 Years 





A new and unusual series of adver- 
tisements directed to the life insurance 
industry has been launched by the life 
companies in the American General 
Group of Houston, Texas. The series, 
which appears for the first time in The 





BENJAMIN N, WOODSON’ 


Eastern Underwriter, is also being car- 
ried in several other leading life insur- 
ance journals. 

The series marks the first appesiapss 
in the national journals of “The ck 
Page,” a monthly essay by Benjamin N. 
Woodson, CLU, senior executive officer 
in charge of American General’s life in- 
surance operations. A long-standing fea- 
ture of the company magazines within 
the group, the essays have been written 
monthly for over 20 years by Mr. Wood- 
son—originally for the Life Insurance 
Agency Management Association, with 
whom he was then associated, later for 
Commonwealth Life where he served 
as executive vice president, still later for 
NALU when he was its managing di- 
rector, and since 1953 for American Gen- 
eral. Ranging the entire spectrum of 
the life insurance industry in subject 
matter, the essays have been widely 
quoted. As one of the industry’s “bibles,” 
More Power To You, is a compilation of 
52 “Back Pages” articles. 

Pointing out that the ads represent a 
F considerable departure from the 
general tone and tenor of most trade 
journal advertising,” a company spokes- 
man said: “It is our hope and purpose 
that these messages will serve to inspire 
and enlighten life underwriters every- 
where, help them do a better job and, 
in so doing, increase their own stature 
and that of the industry.” 

The life insurance companies of the 
American General Group include the 
American General Life of Houston, 
Texas, Knights Life of Pittsburgh and 
Lincoln, Neb., Home State Life of Okla- 
homa City, and Hawaiian Life of Hono- 
lulu, 





General Agent at Phila. 


Robert A. Bowers has becn appoin ed 
gencral agent for American Travelers 
Life in Philadelphia, accord'ng to com- 
pany president, Roy A. Foan. Mr. Bow- 
ers will be working with Regional D - 


rector Sidney Grossman in developin: 


the Philadelphia area as a part of the 
Indianapolis company’s expansion pro- 
gram. 


100% MEMBERSHIP AWARDS 





Life Underwriters Association of City of 
New York Presents Awards to 
26 Agencies 


Twenty-six agencies were awarded a 
1960 100% membership plaque at the 
November educational meeting of The 
Life Underwriters’ Association of the 
City of New York held this week in the 
North Ballroom of the Hotel. Astor, 
Membership Vice President Alfred S. 
Howes announced. 


The eligible agencies are: Arthur H. 
Bikoff, Herbert J. Budnick, and Norman 
G. Levine of Aetna Life; Philip J. Gold- 
berg, Canada Life; David B. Fluegel- 
man, CLU, and Earl P. Neal, Jr., Con- 
necticut Mutual; David A. Carr, Leitner 
and Samuel D. Rosan, Continental As- 
surance; Walter P. Kaye, Eastern Life; 
Hans M. Guenther, Fidelity Mutual; 
Edwin M. Charles, CLU, and Morley 
M. Zobler, CLU, Home Life; Gorson- 
Herman, John Hancock; Cohen-Rosen- 
feld, The Maccabees; Mallon-Curran, 
Massachusetts Mutual; St. George dis- 


Knapp and Salinger-Wayne, Mutual 
Benefit; Glenn G. Geiger, CLU and 
David Marks, Jr. CLU, New England 
Life; Murray Hill Agency of New*York 
Life; Charles E. Drimal, CLU and Carr 
Purser, Penn Mutual Life; William B. 
Mintzer, Security Mutual; and C. B. 
Knight, Union Central. 

In addition to receiving the pleque; 
each agency will have its name listed 
monthly in “The Bulletin” and the com- 
pany president of each has been offi- 
cially informed about the honor by 
Association President Harry Phillips, 


trict of Metropolitan Life; Russell B. 3rd, ‘CLU. 


























THAT 


~ FABULOUS 


YEAR 1960 


Future generations will look back 
upon 1960 as the year when the first 
real steps were taken leading to the 
marvelous accomplishments of the 
years ahead. A satellite capsule was 
returned to earth — a parachute 
jump from 103,000 feet — an air- 
plane travelled better than 2,000 
miles per hour — voices bounced off 
a satellite balloon orbiting the earth 
—telephotos were bounced to earth, 
and countless other achievements. 
Since its founding in 1867, the 
Equitable Life Insurance Company 
of Iowa has witnessed, and actually 
been a part of, many astounding 
developments in the progression of 
man and the growth and develop- 
ment of our country. The Equitable 
is proud of the position it has held 
in this development, and is grateful 
to have had these opportunities. 
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“You mean I just 
endorse checks?” 


CG: That’s right...that’s the only paper- 
work you do! But you get 100% of the 
commission checks! 

YOU: Sounds too easy ...what’s the hitch? 
CG: No hitch. Our Life Department 
service is absolutely free to you brokers. 
You save time because we take care of all 
the details. No technical knowledge 
needed, either... our specialists take 
care of that. And last, we make no sales 
recommendation! 

YOU:Then how on earth do you make 
sales for me? 


CG: Over the long haul, just as you do. 
We start with a free analysis of your 
clients’ Life policies...even uninsurables! 
YOu: Now that does impress me! 

iG: To show you how valuable this serv- 
ice will be to your clients, we'll start by 
doing an analysis on your own policies! 
YOU: When do we start? 
CG: Right now ... by calling the nearest 
CG office. Give our Life Department a 


chance to prove how easy and profitable 
selling Lifecan be. Go ahead. Call them up! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


C— 


Increases Dividends 

Continental American Life of Wilming- 
ton has adopted 2 substantially increased 
dividend scale for 1961. In the aggregate, 
the new scale increases annual dividends 
to policyholders about 16%. When ex- 
pressed in terms of total annual dividends 
paid in 196] versus those paid in 1960, 
the increase is approximately 23%. 

The interest rate allowed on settle- 
ment options, pension funds, and dividend 
accumulations has been increased from 


3% to 3U%u%. 





McCarty Talks Before 
Savings Bank Council 


COMMON AIMS OF TWO GROUPS 





Managing Director of New York State 
Assn. Deplores Over-emphasis on Term 
Insurance at Policyholders Loss 





Savings banks which sell life insur- 
ance with their representatives and life 
insurance companies with their agents 
have a great deal in common and at the 
same time have common objectives in 
marketing the only product which at the 
time of death will provide “instant dol- 
lars” to the surviving members of the 
family, Spencer L. McCarty, CLU, man- 
aging director of the New York State 
Association of Life Underwriters, po:nted 
out to the Savings Bank Life Insurance 
Council last week, at the Hotel Man- 
hattan, New York City. Mr. McCarty 
stated that “we have come to recognize 
Savings Bank Life Insurance as another 
method of marketing life insurance to the 
people of New York State. We consider 
your operation as another life insurance 
company and welcome your representa- 
tives as associate members and invite 
them to share in our educational sem- 
inars and _ schools.” 

In introducing Mr. McCarty, Presi- 
dent F. Harry Richard of the Savings 
Bank Life Insurance Council expressed 
appreciation for being able to join in 
the training schools conducted by the 
life underwriters to prepare the savings 
hank representatives for State Insurance 
Department examinations. 

In his address before the group, Mr. 
McCarty stressed that the major chal- 
lenges facing the life insurance business 
as a whole, both insurance company and 
savings bank types, are over-emphasis on 
term insurance and the losses to policy- 
owners who exchange one policy for an- 
other. At the same time, he pointed to 
the effort of the State Association to 
strengthen license regulations and con- 
trol the influx of part-time agents as a 
sound approach to boosting the profes- 
sional level and aiding in eliminating 
unqualified persons from the industry. 


Has Definite, Limited Uses 


Mr. McCarty pointed out that term 
life insurance had very definite uses and 
in many cases should be recommended to 
the client; however, he stated that these 
policies did not provide the long-range 
benefits and flexibility that regular, 
ordinary life insurance does. An effort 
should be made to let the buyer choose 
his insurance plan after the costliness of 
term insurance was pointed out to him. 
He asked the Banking group, “Have you 
ever thought of term life insurance as 
being somewhat likened to a scaffolding 
used to erect a new building ? It pro- 
tects the edifice until it is taken down 
but the real measure of its usefulness 
is what is left after the scaffolding is 
taken away. 

“T wish I could be as confident about 
the real worth of what is underneath 
many term policies. In all instances, it 
is temporary protection; and expensive 
to maintain beyond a short period of 
time. It only takes a few hours to build 
a structure of ten stories high out of 
scaffolding—it looks very impressive—as 
though a lot had been accomplished: 
hut a trained architect—like a trained 
life insurance person looking at a term 
plan—knows it is full of holes and will 
not last very long.” he pointed out. Mr. 
McCarty told the bank group that when 
a prospect for life insurance understands 
the cost of term insurance, “he will pre- 
fer to buy something cheaper — like 
ordinary life.” 

To emphasize his point, he reported 
on the research project the New York 
State Association of Life Underwriters 
engaged in two years ago, when they 
wrote 12 life insurance companies and 
asked them for an accounting history of 
their regular 5-vear renewable term pol- 
icv and their Ordinary life policy—both 
policies issued the same year on two men 
of the same age and continued for the 
same length of time. “We got the histor- 
ical records from six companies—the 
others did not issue a renewable term 
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MEANWHILE, back at O’Brien & O’Brien, 


agents and brokers are setting sales records in 
LIFE and H. & A. No wonder! . 
by Springfield-Monarch, strong general agency 
service and the incentive of top commissions and 
happy clients. Call BEekman 3-6700 today! 


O’BRIEN & O’BRIEN INC, 
NEW YORK 38, NEW YORK | 
complete multiple line f cilities 


. . terrific portfolio 
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Nouri Agency Appoints 
Pension Dept. Manager 


Edmond J. Nouri, CLU, general agent 
in New York of New England Life, an- 
nounces the appointment of Gertrude 
Yorke Alexander to the staff as manager 
of a newly created pension department. 

Jerry Yorke, as she is known to many 
persons in the industry, is a native New 
Yorker, a graduate of Hunter College, 
and has had more than 20 vears’ ex- 
perience in life insurance. Her career 
started with the John McNulty Agency 
of The P rudential and gained impetus in 
the early pension planning days with 
what was then the Meyer M. Goldstein 
Agency of Connecticut Mutual. 

From this background rooted in com- 
pany agency activity, she next made the 
transition to brokerage; first with Flynn, 
Harrison & Conroy, and more recently 
with Griswold and Co., Inc., servicing 
and selling all forms of life’ insurance, 
including pension and Group. 

In her new capacity with the Nouri 
Agency, it is expected that her knowledge 
of the needs of brokers and her wide 
pension experience will permit the agency 
to offer expanded, specialized assistance 
to its old and new brokerage affiliates. 





National Life Dividends 


National Life of Vermont has set aside 
approximately $19,400,000 or $2,500,000 
more than last year for dividends to be 
paid in 1961 on life policies, retirement 
annuities and annuity builder contracts, 
it is announced by Morton A. Laird, 
vice president and actuary. 


policy to use as a comparison. The re- 
plies received, all proved the same point 
with figures varying between companies. 
They all showed the total term pre- 
miums exceeded the Ordinary life pre- 
miums. A typical record is a $1,000 policy 
issued at age 23 and carried thru to age 
65 for the years 1915 to 1957. The term 
premiums were $754 and the Ordinary 
life premiums were $560—$194 cheaper in 
the same company, issued on the men of 
the same age, and owned for the same 
years. This figure does not take into 
account any cash value nor the right to 
continue the Ordinary life policy. 





Arthur H. Bikoff Agency 


General Brokers Course 
Arthur H. Bikoff, general agent in 
New York for Aetna Life, is conducting 
the sixth annual sales seminar for gen- 
eral insurance brokers. The seminar be- 
gan on November 7 and will be held each 
Monday thereafter until November 28. 
Classes are held at the Warwick Hotel 
and run from 6:30 to 8:30 p.m. Theme 
is “How to Retain Your Clients in the 
Face of Today’s Competition.” 
The program includes new selling and 
service techniques designed to help the 
general insurance broker preserve his 


clientele, a complete discussion of all 
phases of business insurance, estate 
analysis and tax rulings with special 


emphasis on business planning. Also in- 
struction will center around program- 
ming and single need package selling 
with emphasis on the sales motivation 
in the “close.” 

Also scheduled is a complete discus- 
sion highlighting the role of health in- 
surance for the family man and for busi- 
ness. 

Classes are being conducted by Mr. 
Bikoff and his entire supervisory staff of 
eight. 





Group Manager at Chicago 


Massachusetts Mutual Life has appointed 
C. Arthur Guzzardi as regional Group 
manager of the company’s North Central 
Group region with headquarters in the 
Chicago Group office. He succeeds Don- 
ald E. Brinkman, who has been put in 
charge of the newly established (Mid- 
Central region headquartered in the St. 
Louis Group office. 

A native of Hartford and a World 
War II veteran who served in Europe, 
Africa and the Middle East, Mr. Guz- 
zardi is a graduate of Hillyer College. 
He joined the company’s Group training 
course in 1950 and was a claim and serv- 
ice Group representative in Chicago 
until 1952 when he transferred to the 
sales department. In 1959 he was named 
assistant regional Group manager in 
Chicago. 
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TRULY A WORK OF “SELLING” ART! 


Congratulations—to every life underwriter whose sales performance entitles him 
to a seat at the coveted Million Dollar Round Table. Those who qualify can take 
pride in knowing that membership indicates meeting the highest standards of life 
insurance underwriting and is awarded in recognition of outstanding service to 
their clients .. . their company .. . and the life insurance industry. We’re pleased 
to note that this year 304 Nylic agents have earned this honor. 


NEW YORK LIFE THE NEW YORK LIFE AGENT 


IN YOUR COMMUNITY pe 


51 Madison Avenue, New York 10, N.Y. 
9 


@li INSURANCE COMPANY 1S A GOOD MAN TO KNEW _ 


Life Insurance « Group Insurance «+ Annuities « Accident & Sickness Insurance « Pension Plans 
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Meier Heads St. Louis 
Fidelity Mutual Agency 


SUCCEEDING WILLIAM KING 





Meier in Insurance Since 1957; King 
Former President of Many Missouri 
Insurance Associations 


Fidelity Mutual Life announces ap- 
pointment of A. Jay Meier, Jr., as gen- 
eral agent in St. Louis. He succeeds 
William King, CLU, retiring from active 
agency management following 19 years 
as its general agent in St. Louis who will 
continue in production. Mr. 
Meier, born in Chicago, was graduated 
from University of Michigan and got his 
Masters Degree in Business Administra- 
tion from St. Louis University. Follow- 
ing two years service in the Air Force 
he was for three years assistant sales 
manager for a furniture manufacturing 
firm in St. Louis. He entered life insur- 
ance in 1957 with John Hancock, St. 
Louis agency. He is a member of Million 
Dollar Round Table, and received his 
agency's outstanding Man-of-the-Year 
Award in 1957, 1958 and 1959. He was 
appointed supervisor for that agency in 
1959. 

Mr. King, born in Washington, D. C., 
attended Denver Law School and St. 
Louis University Law School. He en- 
tered life insurance in 1910 as an agent 
with The Prudential. He became agency 
supervisor and educational director in 
the home office of a St. Louis company, 
and later with the Mutual Benefit Life. 
Joining Fidelity Mutual as general agent 
for its St. Louis agency in '41, he qual- 
ied for MDRT in ’54, and has received 
the National Quality Award 12 times. 
Mr. King is a former president of these 
associations: St. Louis Underwriters, 
Missouri State Association, St. Louis 
Chapter of American Society of CLU 
and St. Louis Life Insurance and Trust 
Council. 





personal 


Rockafellow President 
Of Institute of HOU 


CLYDE deHAAS EXECUTIVE V. P. 


Robert Kidd Vice President and Editor; 
Ronald Marshall Secretary; Named 
To Executive Committee 





John D. Rockafellow, director of un- 
derwriting of Pacific Mutual Life, was 
elected president of the Institute of 
Home Office Underwriters at the an- 
nual meeting, in Washington, D. C., at 
the Statler Hilton Hotel. Mr. Rocka- 
fellow succeeds I. M. Spear, vice presi- 
dent of State Farm Life. 

Elected as executive vice president 
was Clyde R. deHaas, vice president, un- 
derwriting, of Equitable Life of Wash- 
ington, D. C. Robert M. Kidd, chief un- 
derwriting officer of Ohio National Life, 
was elected vice president and editor. 
Named as conventions secretary was W. 
Ronald Marshall, second vice president 
of Paul Revere Life. All will hold office 
for on2 year. 

These men were named to serve for 
two years as members of the group’s 
executive committee: 

Gale P. Osterday, underwriting vice 
president of National Public Service; 
James E. Reeder, vice president of In- 
dependent Life and Accident; and Wil- 
liam T. Warren, Jr., vice president of 
Southern Life and Health. As outgoing 
president Mr. Spear will be an ex-officio 
member of the executive committee for 
two years. 





Aetna Dividends Raised 


Aetna Life has increased dividends on 
policies for 1961 payments to amount to 
about $6.8 million or 5% more than under 
the current scale. 

The interest rate to be paid on pro- 
ceeds of policies left with the company 
will continue at 34% for 1961. 





ASSISTANT 
ACTUARY WANTED 


Challenging opportunity available 
for Assistant Actuary, Life Division, 
with three or more Society examina- 
tions. Salary open. 


Reply in confidence to: 
Paul M. Bailey, Actuary 


Security Life and Accident Co. 
810 14th St., Denver 2, Colo. 











Allie Jackson Mims Dead 

Rocky Mount, N. C.—Allie Jackson 
Mims, 78, of Rocky Mount, co-founder, di- 
rector and vice president of the Durham 
Life of Raleigh, died last week. He had 
served several terms as a member of the 
board of aldermen here, was a member 
of First Christian Church, Civitan Club 
and Benvenue Country Club. 

Born near Apex, he became an agent 
for Durham Life in Durham, then was a 
district manager until he transferred to 
Rocky Mount in 1918, where he was dis- 
trict manager until his retirement in 
1949. His signature is on the minutes of 
the first organizational meeting of Dur- 


ham Life Insurance Co., held on Dec. 
29, 1913. 
He is survived by his widow, the 


former Emma L. Andrews of Chatham 
County; one son, A. Lester Mims of 
Raleigh; one brother, W. Hugh Mims 
of Durham; one sister, Mrs. Ed Good- 
win of Durham, and two grandchildren. 





Increases Interest Rates 
Life Insurance Co. of Virginia has in- 
creased the interest rate payable on set- 
tlement options and qualified pension 
plan retirement income funds, it is an- 
nounced by Charles A. Taylor, president. 
Effective from September 1, 1960, the 


Photo of the Man Who 
Knows How 
to handle Tough Cases 





Bernie Haas 


Get fo —— hive 


Bernard A. Haas Agency 


MANHATTAN LIFE 
60 East 42nd St., N. Y. 17, N.Y. 
MU 2-3963 











company will allow 34% on both with- 
drawable and non-withdrawable funds 
on deposit. 

Effective from the next contract anni- 
versary, the company will allow 34% 
interest on proceeds payable in install- 
ments, with the increments over the 
guaranteed rate computed on a level 
rather than a decreasing basis. 

Life installment settlements 
are computed with modernized mortality 
assumptions. This will allow 34%. in- 
terest in the general case, and 334% in 
cases representing retirement life income 
and qualified pension plans. 


income 





How do you judge a company’s progress? 


Generally speaking, a company’s progress is judged by the sale of its product. 
But a life insurance company is somewhat more complex than others. 
Its product is intangible and it is not for the moment, but often for 
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the remainder of life and beyond. 


There are many things to consider in measuring the progress of a life insurance 


company. Its sales, of course, and the growth of its insurance in force... 
its assets . . . the way its policy plans meet current needs . . . the efficiency 
and training of its sales force . . . the completeness of the service which 


it can offer its policyholders . . . the enthusiasm and company 
loyalty that extends throughout the entire organization. 


Measured by any of these standards, the Sun Life of Canada 

has been successful ever since its first policy was issued 

in 1871, and its progress continues to be sure and steady 

today. Its $9 billion of life insurance in force protects 

the holders of well over two million policies and group certificates; 


150 branch offices from coast to coast in North America 

provide the finest of life insurance service, and its policy plans 

are modern and up-to-date in keeping with the changing times in which 
we live. The Sun Life is, indeed, one of the great life insurance 


companies of the world. 


SUN LIFE ASSURANCE COMPANY OF CANADA 


MONTREAL 


HEAD OFFICE: 
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James A. Campbell Retires 
47 Years with London Life 





JAMES A. CAMPBELL 


James A. Campbell, FSA, vice presi- 
dent and chief actuary of the London 
Life of London, Canada, retired Novem- 
ber 4, after 47 years with that organiza- 
tion. 

Mr. Campbell joined the London Life 
in 1913, and his entire career with the 
company has been spent in the actuarial 
field. He became assistant actuary of 
the company in 1924 and associate ac- 
tuary in 1934. In 1950 he became the 
London Life’s chief actuarial officer and 
assistant general manager, and he has 
been vice president and chief actuary 
since 1959, 

Mr. Campbell has been active for a 
number of years in organizations in the 
life insurance industry. He was presi- 
dent of the Canadian Association of Ac- 
tuaries in 1939-1940, and he was a mem- 
ber of the board of governors of the 
Society of Actuaries in 1956-1957. He 
has served on various committees of the 
Canadian Life Insurance Officers Asso- 
ciation, and latterly has been chairman 
of the joint committee which represents 
the Canadian Life Officers and Life Un- 
derwriters Association. 

Last June, Mr. Campbell attended the 
International Congress of Actuaries at 
Brussels, and presented a paper on “Ad- 
ditional Benefits in Life Insurance Poli- 
cies in Canada.” 





Prudential Lowers Rate on 


Single Premium Annuities 

The Prudential has announced substan- 
tial reductions in its rates for single 
premium life annuities. The reductions 
have been made possible by an increase 
in investment earnings, which have more 
than offset increasing life expectancy. 
They are expected to be especially mean- 
ingful to retired persons and to others 
who plan to live on the proceeds of a 
fixed sum. 

For example, a man aged 65 can now 
purchase a single premium annuity that 
will pay him $100 a month for life for 
$14,180. The previous cost was $15,910. 
A woman aged 65 ~ in purchase the same 
annuity for $16,540. The previous cost 
was $18,730. 

The man can purchase the $100-a- 
month annuity with a ten-year guaran- 
tee for $15,470. The previous cost was 
$17,770. The woman can purchase it for 
$17,240. The previous cost was $20,060. 





NAME M. S. EATON MANAGER 

Myles S. Eaton has been named man- 
ager for the Occidental Life of North 
Carolina at Miami, Florida. Occidental’s 
home offices are in Raleigh. 


Provident Dividends Up 


Provident Mutual Life announces an 
increased dividend scale for 1961 distribu- 
tion to be approximately $1 million more 
than under the 1960 scale. 

The interest rate for accumulated divi- 
dends and most supplementary contracts 
has been increased from 3.5% to 3.6%. 
This is the highest rate the company has 
paid on accumulations since 1937 and on 
options since 1940. 

Premium rates for single premium an- 


Thomas Suttie President 
Canadian HOLU Association 


Toronto, Ont.—New president of the 
Canadian Home Office Life Underwriters 





nuities have been reduced by about 2% 
to about 8% depending on the age, sex 
and type of annuity. Limits have been 
increased. 

The interest rate on funds in the premi- 
um Deposit Plan has been increased 
from 1.5% to 3%, effective January 1, 
1961. 


Association is Thomas R. Suttie, actuary, 
Equitable Life Assurance Co. of Canada, 
Waterloo. He succeeds H. Elroy Hard- 
ing, underwriting secretary, North Amer- 
ican Life Assurance of Toronto. 

Donald E. Hickson, National Life As- 
surance Co., Toronto, was elected secre- 
tary, succeeding Margaret Agar, Manu- 
facturers Life, Toronto. 

Election meeting was attended by 164 
representatives of 42 Canadian, British 
and U. S. companies operating in Canada. 




































































































































































symbol of excellence in business insurance selling 


With considerable pride and enthusiasm, State 
Mutual of America features Planned Business — 
a wholly unique and organized approach to the 
sale of business insurance. Introduced earlier this 
year as a sales “companion” to our successful 
Planned Living concept, Planned Business is 
unique for several reasons. First, because it is a 
“full product” presentation — one designed to 
bring a quick and favorable response in even 
the most competitive cases. Equally important, 
it is backed by one of the country’s foremost 
advanced underwriting teams — headed by State 
Mutual Second Vice President Hugh M. MacKay. 


Planned Business relates all State Mutual busi- 
ness products — both individual and group — to 
the specialized needs of three well-defined per- 


@ 


sonnel areas within each prospect-company — 
owncrs, employees, and key people. For each 
of these three groups, it points up the necessity 
for — and identifies situations which require — 
sound advanced planning and planning guarantees. 


Thus, like Planned Living, Planned Business sim- 
plifies in a singularly useful and professional 
way, the problem of applying the right State 
Mutual product to the prospect’s individual and 
specific circumstances. . 


Planned Business is another contribution — a 
major one we believe — toward maintaining ex- 
cellence in the marketing of State Mutual prod- 
ucts to a growing number of business clients 
throughout the country. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Mossochusetts 


Founded 1844 © Over $3 billion of Life Insurance in force @ LIFE e NON-CANCELLABLE SICKNESS & ACCIDENT e GROUP 


!nvesting Over $2 Million Each Week for the Growth of American Enterprise 
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Life-Health Underwriter Training 


The virtues of a home office under- 
writer who can handle both life insur- 
ance and health insurance were extolled 
by William C. Ingham, vice president 
and director of underwriting of United 
Life and Accident, before the annual 
meeting of the Institute of Home Office 
Underwriters, in Washington, D. C. last 
week. He said that combining the two 
types of underwriting is advantageous 
to the individual underwriter and hence 
benefits the company. 

“A new man with a sound knowledge 
of the basic fundamentals of life insur- 
ance underwriting can learn the tech- 
niques of health insurance underwriting 
more rapidly than if he had no life in- 
surance background—thus cutting down 
the time required for the training per- 
iod,” he said. 

“An underwriter capable of handling 
both life insurance and health insurance 
can do a better job because of the ex- 
perience gained in both areas. He also 
benefits from the combined method by 
enjoying a more interesting position with 
the company. And, by being able to do 
both jobs, his value to the company is 
increased, resulting in a better-salaried 
position.’ 


How Men Are Trained 


Mr. Ingham described how his own 
company, whose underwriters handle 
both life and health insurance, select 
and trains these men. 

College graduates are preferred, al- 
though a degree is not absolutely neces- 
sary. The prospective underwriter first 
handles life applications, working with 
experienced underwriters; then he is al- 
lowed to underwrite “clear” cases. 

Next, emphasis is given to the medical 
aspects of underwriting, and the under- 
writer-in-training is eventually pernsstted 
to process applications for small amount 
which have been submitted on a medical 
basis. 





No. American Increases 


North American Life of Chicago an- 
nounced that their written life volume 
sales for the month of October totaled 
$8,007,948, exceeding the life volume sales 
of October, 1959, by more than 17% 
Much of the impetus to this gain stems 
from the company’s annual president’s 
campaign sales drive which honors North 
American’s ‘President, Charles G. Ash- 
brook. Mr. Ashbrook joined the com- 
pany during 1921 and is se rving his sixth 
year as president. 

The company’s written life volume 
sales for the first ten months of 19600 are 
running more than 30% ahead of same 
months of last year. North American’s 
life volume sales from January 1 through 
October 31 totaled $77,774,847 which rep- 
resents a 64 increase over their total 
twelve month life volume production of 
1959. 

Average size life policy written during 
the first ten months of 1960 was $8,842 
compared with the year ago average of 
$7,274 per application; up more than 21%. 

North American also announces that 
their health insurance written premium 
sales during the first ten months of the 
year experienced an increase of nearly 
21% over the same months of last year. 





Jorge Villasenor Named 

Jorge _ has been appointed 
sales promotion assistant for Occidental 
Life of California in the company’s home 
office in Los Angeles. Working under 
the supervision of Russ Taylor, director 
of sales promotion, Mr. Villasenor will 
be responsible for promotion material 
copy. 

Mr. Villasenor joins Occidental after 
three years in sales promotion with 
Western and Southern Life in Los An- 
geies. Prior to that he was actuarial 
assistant with Constitution Life for two 
years. 

A native of Los Angeles, he is an 
alumnus of Los Angeles City College. 


“A new underwriter who is progressing 
satisfactorily should be able to under- 
write life insurance applications, non- 
medical and medical, for amounts up to 
$10,000, some time within one year,” Mr. 
Ingham said. 

At this point, he begins to be taught to 
underwrite health insurance. By recog- 
nizing the similarity between ‘the two 
types of underwriting the new man can 
grasp health insurance underwriting 
more rapidly when he is taught that this 
is just a further refinement of life in- 
surance underwriting. 


“We feel that the logical approach for 
the new man in handling a health insur- 
ance application is to underwrite the 
health insurance as an extra benefit on a 
life insurance application, using the 
knowledge of the basic procedures and 
fundamentals of life insurance, plus a 
few more precautions in certain areas,” 
Mr. Ingham said. 

The new man also learns the differ- 
ences involved between life and health 
underwriting. Among them are possible 
recurrence of claims in health insurance, 
compared with the single death claim in 


life insurance; the need for more 
thorough character evaluation with 
health insurance, because the policy 


benefits are paid to the insured himself; 
and the need for greater consideration of 
health, occupation, finances, habits, 
morals and environment, when it comes 
to health insurance applications. ; 

Mr. Ingham said that the major func- 
tions of health insurance underwriting 
and life insurance underwriting are 
taught carefully to company underwrit- 
ers to show that even though there are 
differences in underwriting approaches 
and procedures, “the similarity is suf- 
ficient so that we feel there is no need 
to separate the two types of underwrit- 
ing.” 





Made Group Representative 

Thomas J. Callahan has been named 
Group representative for Republic Na- 
tional Life in the Pittsburgh area. Ap- 
pointment was announced by Del Arne- 
son, vice president and director of Group 
operations for the Dallas based company. 

Mr. Callahan was graduated from 
Duquesne University with a Bachelor's 
degree in business administration. After 
three years of personal production in the 
life insurance industry, the new Group 


representative was advanced to a super- 
visory position. 
A LUTC graduate, Mr. 


his family 


Callahan and 
will remain in Pittsburgh. 














LIFE INSURANCE 





Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Equitable Society’s New 
Agency Dep’t. Divisions 

Two new divisions in the agency de- 
partment of Equitable Life Assurance 
Society have been announced by James 
F, Oates, Jr., president. Thev will be 
under the over-all direction of Vice Pres- 
ident Harold J. Rossman. 

The new divisions are the d'vision of 
agents’ contracts and financing, under 
the direction of Leroy E. Long, formerly 
associate director of agency administra- 
tion, and the division of administrative 
services with Thornton Ellis, formerly 
agency assistant, as director. John B 
Pierce has been named to assist Mr. 
Long. while John L. Spencer will assist 
Mr. Ellis. 

The first of these two divisions will 
handle all administrative activities in the 
agency department which relate to the 
contracting, financing, transfer, and 
termination of agents. It will come under 
the general supervision of Frank E. 


Kuhn, second vice president. 
The second division will handle all 
other administrative services heretofore 


performed by the former contract and 
service division of the agency depart- 
ment. Mr. Ellis will report directly to 
Mr. Rossman, 

Equitable’s agency department also 
announced six unit manager appoint- 
ments. Names, headquarters, and agen- 
cy affiliations of the new unit managers 
are: 

Calvin L. Baird, New Orleans, La., 
Gelpi Agency, New Orleans; Floyd O. 
3rown, Boise, Idaho, Andrews Agency, 
Boise; Richard W. Fish, Waterloo, Iowa, 
Mixson Agency, Cedar Rapids; Brent 
W. Jett, Port Huron, Mich. Beckers 
Agency, Flint; Norman L. Reece, 
Shreveport, La., Wilson Agency, Shreve- 
port; Richard K. Sorenson, Minneapolis, 
Dolan Agency, Minneapolis. 





Rentner Agency Supervisor 

Benjamin Shuster has been appointed 
supervisor of the Hilliard N. Rentner 
Agency, general agent for Berkshire 
Life in New York. 








—— - 


TO GENERAL BROKERS 

- THE LEE NASHEM AGENCY 
The Major League Agency" 

(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 
All communications on your letterhead—with 
copies to you. All phone calls taken: at your 
switchboard and felayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 

PHONE US, THIS PLAN WILL MAKE 

MONEY FOR YOU! 
Call us at Oxford 7-2950 
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NASHEM AGENCY 
110 East 42nd Street 
New York 17, N. Y. 





Assistant Agencies Sup’t. 
For Lincoln National Life 


ANDREW W. WENNING, JR. 


Andrew W. Wenning, Jr., has been ap- 
pointed as an assistant superintendent of 
agencies for Lincoln National Life, Fort 
Wayne, according to an announcement 
by Henry W. Persons, vice president 
and director of agencies. 

Mr. Wenning was formerly associated 
with Lincoln Life as an agent with the 
L. S. Becker Agency in St. Louis, and 
had established an outstanding record 
with this company as an agent and agency 
supervisor. He has qualified for several 
of Lincoln Life’s national sales honor 
clubs and has completed the company’s 
management development program, Prior 
to joining the Becker Agency in 1956, 
Mr. Wenning was associated with the 
Missouri Pacific Railroad. 

Mr. Wenning has been active in insur- 
ance affairs in St. Louis as a member of 
the board of directors of the Life Un- 
derwriters Association of St. Louis and 
a representative of the Council of Field 
Underwriters of St. Louis. He is also 
a member of the Masonic Lodge. 





Manhattan Admitted to N. H. 


Manhattan Life of New York has 
been admitted to transact business in 
New Hampshire. 

With the addition of this state, the 
company is now licensed in 47 states and 
the District of Columbia. 
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Morale and Outlook of 
Average Agent Positive 

STATED BY HARRY K. GUTMANN 

N. Y. State Ass’n Head Addresses Up- 


State Group on Morality of Life 
Insurance Business 








“A what’s in it for us approach in our 
home offices and among many agents 
and brokers can and will destroy the 
industry’s good will and favorable rep- 
utation,” President Harry K. Gutmann, 
CLU, of the New York State Association 
of Life Underwriters and Mutual Of 
New York agent, commented at Platts- 
burgh, N. Y. before the Adirondack Life 
Underwriters Association. His remarks 
before this group marked the comple- 
tion of a tour of all the local associa- 
tions of the state. 

Speaking on the subject of “The 
Morality of the Life Insurance Busi- 
ness,’ Mr. Gutmann—in his talks before 
the 32 member associations, stressed the 
survival value of association member- 
ship for the majority of agents, its con- 
tribution to the agent’s sense of being 
part of a great financial institution rather 
than a lonely individual solicitor who saw 
his job only in terms of the policy he 
was selling. “An agent,” he said, “could 
fortify his selling strength by speaking 
out of greater knowledge of the institu- 
tion he represents and of the issues, 
trends, and problems of the life insurance 
industry. A feeling of impermanence in 
the business causes many agents to post- 
pone membership,” Mr. Gutmann said; 
and he suggested that association mem- 
bership could contribute to an agent’s 
sense of permanence in a life insurance 
sales career. 

Agent Morale Positive 


Mr. Gutmann reported that contrary 
to popular opinion, he feels that the 
morale and outlook of the average agent 
is encouragingly and progressively posi- 
tive. He is, however, perplexed and be- 
wildered by the many changes taking 
place within the business and mildly 
uneasy as he contemplates the impact of 
these changes upon his own future. He 
expressed the opinion that such dis- 
satisfactions as have arisen are due in 
the main to misunderstandings and in- 
sufficient interpretation by the companies 
to the field forces of the factors and 
reasons that underlie company actions 
and decisions. 

The New York State president warned, 
however, that it is the responsibility of 
all company officials and members of the 
agency forces to work constantly to 
raise “the moral tone of our sales activi- 
ties on all levels.” He told his audience 
that, “The companies’ sales philosophy 
must be mindful of the current impact 
of its overall program on the men and 
women who need a favorable sales cli- 
mate for their insurance products,” and 
he warned, “the agent has the responsi- 
bility of so conducting his daily sales 
activities that he does not reflect dis- 
honorably on himself. his fellow agents. 
his company and on the entire industry.” 

Working closely with local and re- 
gional officers of the State Association, 
Mr. Gutmann also took the opportunity 
during his visits with the 32 associations 
to review their local plans and to fur- 
ther the efforts of the State Association 
to coordinate activities among all the 
units of the Association more closely. 

In addition to his meetings on local and 
area situations ranging from member- 
ship drives and program planning to 
competition and financial problems af- 
fecting the agent and the life insurance 
industry, he detailed the State Associa- 
tion’s legislative program for the forth- 
coming legislative year. 





PRUDENTIAL NAMES SIRAGUSA 
Anthony J. Siragusa, CLU, has been 
appointed manager of The Prudential’s 
Inwood district office in New York City. 
Mr. Siragusa joined Prudential as an 
agent in New York City in 1932 and 
hecame a staff manager in 1936. He was 
appointed head of the Bowling Green 
district in 1948, transferred to the York- 
ville district in 1951, and to the Tremont 
district in 1953, 


Standard Security Expands 
Martin L. Rein, secretary of Standard 
Security Life of New York, announced 
that the company has been licensed in 
Louisiana and Oklahoma. This makes a 
total of 17 states including Arizona, 
Arkansas, Idaho, Indiana, Maine, ‘Min- 
nesota, Nevada, New Mexico, New York, 
Pennsylvania, South Carolina, Vermont, 
Washington, West Virginia and Wyo- 
ming. 

According to Mr. Rein, applications 
for licenses have been or will be sub- 


mitted to the remaining 33 states de- 
pending upon regulation and require- 
ments of each individual state. Addi- 
tional applications are now pending and 
new ones are being applied for as rapid- 
ly as possible. 

The company’s wide expansion pro- 
gram has been accelerated by its recent 
introduction of new low-cost policies 
and liberalization in substandard and 
non-medical underwriting. Unusual con- 
sumer advertising campaigns high-light- 
ing these new developments are pro- 
jected not only to introduce revolution- 
ary policies, but to create and sustain 
consumer demand. 


No. American Rate Changes 


North American Life Assurance, To- 
ronto, has announced new lower premi- 
ums for policies of $5,000 and over on 
standard permanent plans. Reduced rates 
also apply to preferred income protec- 
tion and guaranteed life income with 
assurance, policies of $10,000 and over, 
and to junior estate policies of $2,000 
initial amount and over. 

An additional amount bracket has been 
introduced for all permanent plans. All 
such plans now have a further premium 
reduction for policies of $50,000 and 
over. 
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FREE BOOKLET from MONY compares life insurance 





with stocks and bonds as an investment... reveals 
that life insurance can be superior in many cases 


In these inflationary times, do your clients sometimes ques- 


tion the investment possibilities of life insurance? Do they [ 
ask: “Should I buy term and invest the rest?” 


MONY’s new booklet, ‘‘The Unique Investment Features of Life 
Insurance,” will help you answer these questions and others. 


insurance as against stocks and bonds, and cites advantages 
that life insurance often has over any other kind of invest- 
ment. The booklet has created so much favorable comment 


| 
| 
| 
| 
The booklet compares the investment performance of life | 
| 
| 
| 
that we are making it available to all life insurance people. | 


If you’d like a free copy, MONY will send you one. 


Please send me a free copy of: “The Unique 
Investment Features of Life Insurance.” 


Name. 








MONY, Dept EU-116 
Broadway at 5th Strect, New York 19, N.Y. 


Roane 





City 


Address 





Zone. State 





Mauwa 0. New York = 


Sales ond service offices located throughout the United States and in Canada © ie 
For Ube, Accident & Sickness Group Insurance, Pension Plons, MOMY TODAY MEANS MONEY TOMORROW! 


| 
| 
Sal skaters atic cnilagash tinea 


The Mutual Life Insurance Company Of New York, New York, N.Y 
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COURSE IN PRACTICAL POLITICS 

Colonial Life of America has instituted 
an action course in practical politics on 
a local level basis for members of the 


home office supervisory staff. As an- 


nounced by President Richard B. Evans, 


purpose of the course is to point out 
ways and means whereby business men 
and women, as individuals can become 
both familiar and active at the precinct 
or district level in the party of their own 
choice. 

The course of instruction covers the 
ABC’s of political organization and the 
elective processes and is sponsored by 
the New Jersey State Chamber of Com- 
merce. The course consists of eight two- 
hour work-shops and is being directed 
by David J. Galligan, director, Citizen- 
ship Responsibility Program of the 
Chamber. 

In announcing the availability of the 
Mr. Evans said, “Better govern- 
ment is the purpose of this course. In 
this respect, we replace the 
sense of futility which many individuals 
in business feel toward political partic- 
ipation with an understanding of how 
people can assume their re- 
sponsibilities in the area of local politics. 
Experience has proven that most busi- 
ness men and women refrain from en- 


course, 


hope to 


business 


gaging in government on a community 
basis because of a lack of understanding 
of local political government. 

“We are definitely not 
Mr. Evans said, 


concerned,” 
“with preparing our 
employes to run for elective office but 
we do feel this course will encourage 
Colonial people to take an active part in 
the process of selecting, nominating and 
electing good public officials.” 

The Action Course in Practical Pol- 
itics was prepared under the auspices of 
the United States Chamber of Commerce 
at the request of many business and in- 
dustrial firms throughout the nation. To 
date, over 100,000 men and women en- 
gaged in private business in over 1,300 
communities in 50 states have partici- 
pated in this series of eight workshops 
in practical politics. 


ROAD TO JOINT PROGRESS 

As previously emphasized in this col- 
umn one of the most important goals for 
the stock property-liability business is 
to eliminate unwarranted differences of 
viewpoint between companies and agents 
so to permit that high degree of cooper- 
ation and understanding essential to uni- 
fied approach to the business of provid- 
ing property owners with the insurance 
they need, following consultation with 
qualified agent advisors. Further evi- 
dence of movement in the right direction 
came when four leading company ex- 
ecutives spoke on various aspects of 
partnership relations with producers at 
the annual meeting of the Connecticut 
Association of Insurance Agents. 

These company officers stressed that 
the companies abandon the 
American Agency System even if they 


could not 
so desired, which they emphatically do 
not; the companies seek closer coordina- 
tion with their producers; they 
agents will understand problems of mod- 
ern merchandising, and they know that 
the public seeking real insurance 
tection prefers to buy from the qualified, 


hope 


pro- 


alert and service rendering local agent. 





Theodore F. Angell, assistant secretary 
of the Springfield-Monarch Insurance 
Companies of Springfield, Mass., has 
been transferred to the companies’ 
Montc'air, N. J. service office where he 
will be in charge of all property and 
casualty operations. A graduate of 
Princeton University, Mr. Angell joined 
the Springfield Fire and Marine in 
1926. He served in the field as special 
agent and manager, was called to the 
home office as agency supervisor in 
1957 and elected an officer later the same 
year. 

* * * 

Dorothy M. Boond, New York Life, is 
one of five prominent New York City 
business women whose photo was on 
display at the Union Dime Bank during 
National Business ' Women’s Week, which 
was observed here recently. Also, she 
was one of 14 New York City business 
and professional women who were feted 
at a reception at Mayor Wagner’s home. 
Miss Boond, who joined New York Life 
in 1933, has been a frequent Club quali- 
fier and is a member of the Women 
Leaders Round Table. She is a past 
president of the League of Life Insur- 
ance Women of New York. 





HARRY E. ATWOOD 


Harry E. Atwood, executive vice pres- 
ident, Northwestern National Life, has 
been appointed chairman of a Citizen’s 
Committee to look into the future of 
Minneapolis General Hospital. The cit- 
izens group was created under authority 
of the Minneapolis City Council on rec- 
ommendation from the city’s capital long 
range improvements committee. 


*K * * 


Dan D. McLaughlin, vice president and 
agency director, Northwestern National 
Life, has been elected to the board of di- 
rectors of the Minneapolis Aquatennial 
Association for a two year term. 


* * * 


John Kean, Jr., newly appointed resi- 
dent vice president of National Fire’s 
ig ge department at 76 William 

New York, was honored by some of 
it agents at a special luncheon October 
14 at Miller’s Restaurant, Fulton Street, 
to wish him luck on his promotion. Mr. 
Kean, who had been assistant manager 
of the office, succeeded W. L. Bellmer, 
National vice president, retired. 








John Douglas, field representative for 
the Freeport Insurance Co. 
Illinois, joined that 
ago after 


in southern 
company a month 
four years’ service with the 
Western Casualty and Surety, mostly at 
the St. Mr. Douglas, who 
is the son of Jae Douglas, well known 
local agent at Mason City, took 
courses while attending the 
lowa from 1948 to 
taking post graduate 
Washington University’ in St. 
preparation for examinations 
for the designation of Chartered Prop- 
erty Casualiy Underwriter (CPCU). 


* 2 * 


Louis branch. 


Iowa, 
insurance 
State University of 
1952. He is now 
work at 
Louis in 


Donald Engstrom has been appointed 
general adjuster of General Adjustment 
Bureau with headquarters in the New 


York City branch office at 55 John 
Street. Mr. Engstrom joined GAB in 
March, 1648, and has served in the 
Jamaica and Brooklyn offices. In 1956 
he was transferred to New York City 
where he has been handling many 


larger and more complicated losses in 
that area. 
+ * * 

Jack P. Hunt, president of the Finan- 
cial Insurance Group of Fort Lauderdale, 
Fla., recently returned from a tour of 
Europe which included visits with pres- 
idents of various companies on the Con- 
tinent. Highlight of his trip was a tour 
of inspection of Lloyd’s of London, 
with whom the Financial Insurance 
Group writes much of its business. Ac- 
companying Mr. Hunt on his tour was 
his brother, James S. Hunt, Jr. 


* * * 


Albert L. Anthony, service re presenta- 
tive for Liberty Mutual’s loss prevention 
department, was awarded an honorable 
mention certificate for a “technical paper 
of outstanding merit” by the American 
Society of Safety Engineers and the 
Veterans of Safety at their recent an- 


nual awards luncheon in the Conrad 
Hilton Hotel, Chicago. Mr. Anthony’s 
paper, entitled “Safety—Its Relation to 


Cost and Production,” will be published 
in the February 1961 “Journal of the 
American Society of Safety Engineers.” 


William Arnold (left) Presenting M. L. Camps with Gold Life Membership card 


in the G.A.M.C 


In a ceremony at his office in midtown New York M. L. Camps, general agent, 


John Hancock 


Mutual Life, was presented with a gold life membership card in the 


General pce and Managers Conference of National Association of Life Under- 
writers by William A. Arnold, II, also a John Hancock general agent in New York. 
Mr, Arnold represented the current chairmen, Leonard T. Smith, The Prudential, 


Cranston, R. I, 
adelphia, who through Mr. 


and former Chairman L. Victor Drury, Sun Life Assurance of Phil- 
Arnold pointed appreciatively to Mr. Camps’ leadership 


in 1954-55 in furthering the growth and development of G.A.M.C. Other G A.M.C. 


former chairmen were given similar recognition at N.z 


in Washington, D. C. 


manship. 


which Mr. Camps was unable to attend. 
1951, then served as second and first vice 


ALU’s recent annual meeting 
‘He was secretary in 
chairman before assuming national chair- 
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Canada IBM Director 


G. Harry Sheppard, director of IBM 
World Trade Corporation, joined Canadian 
IBM in January, 1929 as a systems serv- 
iceman in Toronto and attended an IBM 
class in Endicott, New York. He was 
promoted to electric accounting machine 
manager in Hamilton, Ontario, at the 
start of 1930 and to the like post in 
Winnipeg, Manitoba, in June, 1931. He 
went to Montreal, Quebec, as a sales rep- 
resentative in January, 1937 and was 
promoted to electric accounting machine 
manager there at the start of 1939, and 
to district manager, with headquarters 
in Montreal, in January. 1942. 

In the summer of 1942, Mr. Sheppard 
was given leave of absence to assume the 
post of director-general of organization 
and personnel in the Canadian Govern- 
ment department of munitions and sup- 
ply. Returning to the company in 1943, 
he was promoted to general sales man- 
ager of the Canadian IBM. 

Mr. Sheppard was elected president of 
International Business Machines Com- 
pany Limited, of Canada, in July, 1945, 
director of IBM Company of Delaware 
in July, 1949, and director of IBM World 
Trade Corporation in September, 1949. 

He is past president of the Board of 
Trade of metropolitan Toronto and of 
the Canadian Club of Toronto, and is a 
director of Imperial Life Assurance Co. 
and the Canadian Surety Co. 

a 
Fires in Paris Set Record 

Parisians are having a set-to with fire. 
In the last 10 years the number of fires 
in the French capital and surrounding 
communities has been going up, contrary 
to the trend in this country. 

The International Association of Fire 
Chiefs in New York reports that the 
number of fires there has about doubled 
since 1950. In the United States, the 
over-all increase has been slight—about 
5%, while the incidence of building fires 
has remained almost constant. 

B. Richter Townsend, IAFC’s execu- 
tive director, declared the American 
people are becoming more fire-safety 
conscious as a result of repeated empha- 
sis on the need for greater fire preven- 
tion and protection. 

“One of the disturbing facts in the 
annual report of the Paris Fire Depart- 
ment,” Mr. Townsend said, “is the in- 
crease in the number of fires from 3,700 
in 1951 to almost 7,000 in 1959.” 

Mr. Townsend said that carelessness 
was the cause of most fires in the French 
capital. Specifically, mis-use of or de- 
fective electrical equipment causes about 
20% of the fires there, just as in this 
country. However, careless smoking 
causes only 15% of the total number of 
fires. In the United States it is be- 
lieved that smoking causes 25%. 

As for the “Regiment de Sapeurs- 
Pompiers,” ‘Mr. Townsend said that fire 
protection by the Paris department was 
expanded 20 years ago to include sur- 
rounding suburbs--“les communes du 
department de la Seine.” Personnel was 
Increased in that period from 2,392 to 
over 4,000 serving a population of close 














to 6000,000, double that of what it was 
before annexation. 

During that 20-year period the num- 
ber of fires there more than tripled 
Mr. Townsend added. In the United 
States, by contrast, the number of fires 
increased only about one-third, while 
personnel in a number of cities de- 
creased as a result of efficient fire ad- 
ministration. 

x oe x 


Was Travelers Oldest Director 

C. Luther Spencer, 73 of The Travel- 
ers Insurance Companies board, who 
died October 24, was the oldest director 
of the group in point of service, having 
held that post for 39 years. Most of his 
career was in the banking business. 

A graduate of Connecticut Literary 
Institute, (now Suffield Academy), he 
began his career with the First National 
Bank of Suffield in 1907 and was elected 
president and a director in 1923. He was 
honorary overseer of Old Sturbridge 
Village, Mass., a member of Founders 
and Patriots of America, Society of De- 
scendants of the Founders of Hartford, 
Hartford Club, and Suffield Historical 
Society. He was a director of the Kent 
Memorial Library, Suffield Sportsmen’s 
Assn. and the Fox Hollow Gun Club 
and for 12 years was organist of his 
church. 

x * x 


Echo of Election 


Lester J. Bradshaw of White Plains, 
N. Y., was chairman of the New York 
State Independent Citizens Insurance 
Committee for Nixon-Lodge. Roger M. 
Baker of New York City was co-chair- 
man and Claire Samara of Brooklyn was 
secretary. Mr. Bradshaw, an agent of 
Postal Life, was former dean of the 
faculty of Marquette University. He is 
also a member of Cardinal Spellman’s 
special committee. Mr. Baker is presi- 
dent of the Murray Vander Poel & 
Baker, Inc. insurance agency at 83 Maid- 
en Lane, New York. Mr. Baker is an 
officer at Our Lady of Sorrows Holy 
Name Society. 

Miss Samara has been a secretary at 
Ter-Bush-Powell agency, Schenectady, 
N. Y. for the past ten years. 


* aoe ce 


International Clearing House for 
Exchange of Letters 


I was interested recently to learn of 
an organization called Letters Abroad, a 
clearing house for Americans and per- 
sons in other countries who wish to ex- 
change letters. International correspond- 
ence is a fascinating hobby. It is also 
a means of communication by which in- 
dividuals can help create better under- 
standing between people of the free 
world. 

Thousands of requests for correspond- 
ents come to the Letters Abroad office 
from more than 100 countries and terri- 
tories. Volunteers read the letters and 
forward the overseas names to Ameri- 





cans of similar age and interests who 
then write directly to the new friend 
abroad. 


All sorts of people take part in this 
program. Among them are business men 
and women, teachers, students, jour- 
nalists and housewives who live in such 
diverse places as England or Brazil, In- 
donesia or the United Arab Republic. 
A large and interesting group is from 
the rising nations of the Middle East, 
Africa and Southeast Asia. More men 
write than women as they are more like- 
ly to know English. 

Says Letters Abroad: “This is a 
chance to know more of the people of 
other lands. It is a window on the world, 
full of interesting new views and expe- 
riences, Letter writing is .something 
that one can do personally to help pro- 
mote international goodwill.” 

Now in its eighth year, Letters Abroad 
has received a letter of commendation 
irom President Eisenhower and it is 
affiliated with the Letter Writing Com- 
mittee of the People to People Program. 

To begin a correspondence the appli- 
cant must be between the ages of 15 
and 60. Write to Letters Abroad, 45 
ast 65th Street, New York 21. There 
is no charge for the service but a self- 
addressed, stamped envelope is re- 
quested, 


* ok * 


Stuart Windsor’s Activities 
Stuart Windsor, Riggs-Warfield-Rolo- 
son, Baltimore, tells me that his sec- 
ond daughter was married recently to 
a West Point graduate and they are 
stationed at Fort Sill, Okla. Mr. 
Windsor, active in civic affairs in Balti- 
more, 1s treasurer of a rehabilitation in- 
stitute for cerebral palsied children. He 
served as treasurer for the Dem- 
Ocratic party in the state of Maryland 

during the Presidential campaign. 
Mr. Windsor is executive vice presi- 
dent of the Riggs-Warfield-Roloson 

agency, one of Baltimore’s largest. 
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Fire and Casualty Insurance Gains 
Continue Says Value Line Survey 


Premium volume is up 6%, loss ratios 
down 1.4 percentage points and net in- 
vestment income almost 10% _ higher. 
Such, the Value Line Investment Survey 
States, were the year to year gains re- 
corded by stock fire-casualty insurance 
companies during the first half of this 
year, while the rest of the economy was 
faltering. 5 

Although the improvement in under- 
writing margins is expected to slow in 
the current ha‘'f year (“Donna” arrived 
and fire insurance claims are rising), the 
Value Line Investment Survey considers 
that investment earnings should con- 
tinue to climb impressively, assuring rec- 
ord or near-record profits for most fire- 
casualty insurance companies in 1960. 
Further gains appear probable in 196l. 

“A permanent policy of low interest 
rates would be completely incompatib.e 
with the economic realities of the present 
situation of the United States and would 
not likely be implemented by either of 
the Presidential candidates,” The Value 
Line Investment Survey states. 

The Republican party and its candi- 
dates, the Survey continues, have gen- 
eral._y upheld the soundness of the Fed- 
eral Reserve Board’s anti-inflationary 
“tight money” policy and promised to re- 
spect the continued political independ- 
ence of that body. 

Although the Democratic party plat- 
form lists the abolition of the present 
high interest, tight money policies as the 
first step in speeding economic growth, 
the Value Line Survey points out that 
the actual carrying out of such a po'icy 
is by no means readily feasible in view 
of current national, and especially total 
freeworld, economic conditions. The 
Survey cites the following reasons: 

“(1) It would spell the accelerated re- 
sumption of inflation. Moreover, in a 
period when the prestige of the U. S. 
dollar in the Free World financial com- 
munity has already reached an historic 
low, any further erosion of the dollar’s 
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purchasing power effected by conscious 
government policies appears indefensible. 
“(2) It would further accelerate the 
outflow of gold and bank deposits to 
Europe. Interest rates abroad are con- 
siderably above U. S. yields. Also, fa- 
voring this outflow, the more important 
European currencies and investments are 
now highly esteemed as the result of 
their spectacular post-war recovery. 
“(3) The importance of changes in in- 
terest rates as a stimulant or retardant 
of business activity has been greatly ex- 


aggerated. Demand for credit—both 
from business and consumers — has 
proven relatively inelastic throughout 


the post war period (with the likely, 
though by no means demonstrated ex- 
ception of the residential mortgage mar- 
ket).” 

Current interest rates are not nearly 
as high, let alone prohibitive, as they 
are often made out to be. From an in- 
ternational viewpoint the dollar prime 
rate is quite low. 

Finally, as a practical matter, the 
Value Line Survey points out, there is 
a limit to which the commercial banks 
can be forced to lower their lending 
charges, even if the Federal Reserve 
Board were to knuckle under to partisan 
control. As the Canadian banks have 
done, the United States banks can rea- 
sonably be expected to similarly close 
ranks and ho'd the line, rather than to 
succumb to competitive practices which 
could only hurt all of them in the long 
run. 

x * x 


Hatch Heads Brokers’ Division of 
Arthritis Fund Campaign 
Waldo M. Hatch, president of John 
C. Paige & Company, has been named 
chairmen of the Insurance Brokers’ Di- 
vision of the New York Arthritis and 
Rheumatism Foundation. His appoint- 
ment is announced by Edward Allen 
Pierce of Merrill, Lynch, ‘Pierce, Fenner 
and Smith, Inc., president of the Arthri- 
tis Foundation. Mr. Hatch heads the 
Foundation’s 1960-61 drive to raise funds 
among insurance brokers, toward an 
over-all metropoiltan area goal of $1,- 
000,000, for the attack on arthritis, 
which is the most crippling disease in 

America. 

Funds raised go for a three-fold pro- 
gram of research, patient services and 
education for physicians and the general 
public. Research projects are aimed at 
finding the cause and cure of the dread 
disease, and meanwhile to develop im- 
proved methods of treating it. The pro- 
gram of services includes support for 
specialized clinics, physical and voca- 
tional rehabilitation projects, information 
and handbooks and provision of braces 
and other devices for clinic patients. 
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Hanover Discontinues 
Mass. Bonding Merger 

NO EXPLANATION FORTHCOMING 

New York Insurer Owns About 30% of 


Massachusetts Bonding Stock, Bought 
From Worcester Mutual 








President James L. Dorris and board of 
directors of the Hanover Insurance Co. 
of New York announce that negotiations 
for merger of the Hanover and the Mas- 
sachusetts Bonding and Insurance Co. 
of Boston have been discontinued. The 
Hanover owns approximately 30% of the 
outstanding stock of the Massachusetts 
Bonding. 

The Hanover acquired its stock hold- 
ings, about 150,000 shares, of Massachu- 
setts Bonding in May, from the Worces- 
ter Mutual Fire of Massachusetts. The 
Worcester company had earlier purchased 
the stock with the purpose of arranging an 
affiliation with the Massachusetts Bond- 
ing. But this plan was dropped, with 
a court suit being cited as one reason, 
and the Hanover purchased the block of 
stock. 

The Hanover writes fire and other 
property coverages while the Massachu- 
setts Bonding has been a leading cas- 
ualty insurer. The Hanover has assets 
of about $80,000,000, and is an old- 


established insurer with high reputation. 





Nation’s Fire Losses 


Climb to Record High 


The nation’s fire losses are expected 
to reach an all-time high by year’s end. 
This is the prediction of the International 
Association of Fire Chiefs, which re- 
ported them in its Nov ember newsletter 
as averaging over 4% above 1959. 

“Unless fire losses decrease substan- 
tially this month and next, losses for 
1960 will total over $1,072,000,000,” the 
Fire Chiefs declared. Their prediction 
they said, is based on monthly loss tabu- 
lations of the National Board of Fire 
Underwriters. 

They also emphasized the need for 
greater fire prevention next month, This 
is the period, they said, of heavy fire 
losses. Because of this, they are conduct- 
ing intensive local campaigns and making 
wide distribution of a four-page folder, 
“Fire-Safe Christmas.” 

“Last year, during the three day 
Christmas holiday, 42 persons died as 
a result of fire,” they said, “and the year 
before (1958), in a comparable three-day 


period, 92 died.” 





Mills Chairman NBFU 


Adjustments Committee 


Allen M. Mills, president of the Cam- 
den Fire Association of Camden, N. J,, 
has been named chairman of the com- 
mittee on adjustments of the National 
Board of Fire Underwriters. Mr. Mills 
succeeds F, John Barclay, vice president 
of the Maryland Casualty, who has re- 
signed this committee assignment because 
of his retirement from active business 
life. 

Mr. Mills was member of the com- 
mittee on public relations from 1952 to 
1955, the committee on membership, 1955 
to 1958, and the committee on adjust- 
ments, 1958 to date. He was named to 
the executive committee in 1959. 

Mr. Barclay served the National Board 
as a member of the committee on public 
relations from 1952 to 1955, and the Ac- 
tuarial Bureau Committee from 1955 to 
1958. He was named chairman of the 
committee on adjustments in 1958, 


General America Group 
Assets at Record High 


PROFITS SHOWS SMALL DECLINE 





Underwriting Profit for First Nine 
Months of 1960 $6.99 a Share; 


Investment Income Higher 





Net profit of General America Corp. 
and subsidiaries of the Seattle-based 
international insurance organization 
came to $7,614,769 for the nine months 
ended September 30, it is announced by 
W. L. Campbell, president. The profit 
was equal to $7.31 a share compared to 
$7.98 for the same period last year. 

Total assets reached a new high of 
$283,398,853, up from $267,199,595 on De- 
cember 31, 1959. Policyholders’ surplus 
was $86,404,986. General America’s ad- 
justed underwriting profit for the first 
n‘ne months of the year came to $/7,- 
282,051 ($6.99 a share) as against $10.47 
a share for the first nine months of 
1959, 

Net investment income was up to $5.46 
a share as against the comparable fig- 
ure of The 1960 three-quarter 
total net from investments was $5,686,014. 

General America Corp. is holding com- 
pany, for General Insurance Co. of 
America, First National Insurance Co. of 
America, SAFECO Insurance Co. of 
America and Lifeco Insurance Co. of 
America. 





Blue Goose Grand Nest 


Convention Committees 

The Garden State Pond of New Jersey 
and New York State Pond of Blue Goose 
will hold a get-together dinner-meeting 
November 16 at The Rock in West 
Orange, N. J., of committee chairmen 
for tne 1961 grand nest convention in 
New York City, August 6-11, and their 
wives tor the purpose of organizing a 


ladies auxiliary. Martha Finegan of 
Ramsey, N. J., is chairman of the auxil- 
lary. 


General chairmen for the grand nest 
meeting next year are George Albiez of 
Newark and Philip M. Winchester of 
New York City. Advisory chairman is 
Robert F. Stumpf, most loyal grand 
gander of Blue Goose, and vice chairman 
is Henry Heinz of Newark. 

Committee chairmen are: badges and 
souvenirs, Henry Bornkamp; banquet, 
William _ T. Murphy; decorations, 
Thomas Finegan; entertainment, Gilbert 
J. Brady; finance, William A. Bruck- 
man, Sr.; memorial, Lester Lockwood 
and C. W. Demarest; model ritual, Gor- 
don Crowthers; patrons, Joseph Sorge; 


printing, Herbert Young; _ publicity, 
Charles J. Unger and Edwin N. Eager ; 
reception, Gilbert Dietrich; registration, 


Bob Trinks; reservations, John McGov- 
ern; transportation, Paul Hughes, and 
ways and means, David Ticktin. 





Honor Diemand in Phila. 


During the dedication ceremonies of 
the new Hospitality Center of the Phila- 
delphia Convention and Visitors Bureau, 
John A. Diemand, president of the In- 
surance Company of North America and 
chairman of the hospitality center fi- 
nance committee, was presented with the 
key to the center by the Mayor of Phila- 
deiphia, Richardson Dilworth. More than 
500 leaders of Philadelphia business and 
industry and administrative leaders of city 
government were present at the cere- 
monies on the grounds of the new center. 

Mr. Diemand was presented a Liberty 
Bell award in recognition of his role as 
one of Philadelphia’s outstanding civic 
and business leaders. 


WARREN AVIATION FIRM PRES. 





President and Director of International 
Aviation Underwriters of San Fran- 
cisco; 32 Years in Insurance 
Election of James P. Warren, Jr. as 
president and director of International 
Aviation Underwriters, Inc., San Fran- 
cisco, is announced. International Avia- 
tion Underwriters, Inc. is an aviation in- 
surance facility operating through agents 
and brokers and concentrates on the gen- 
eral aviation classes of personal and busi- 
ness aircraft. They serve as aviation 
managers for an aviation insurance pool 
whose participants consist of 19 insur- 
ance companies and underwriters at 
Lloyds. The 13 Western states are serv- 
iced from headquarters at San Francisco, 
and offices at Los Angeles. Branches 
will be opened later in Dallas, Chicago 

and New York. 

Mr. Warren has been in insurance 
for 32 years. He began his career with 
the Springfield Fire and Marine in 1928. 
Upon leaving the Air Force in 1945 as a 
major with a rating of senior pilot, he 
joined the United States Aviation Un- 
derwriters, Inc., New York City. 

During the following five years, Mr. 
Warren became a senior underwriter and 
home office department manager. From 1951 
to 1954 he was branch office mz inager for 
a London excess and surplus lines insur- 
ance brokerage firm. In March, 1954, he 
joined American Mercury Insurance Co., 
where he was senior vice president and 
underwriting manager at the time he ac- 
cepted the presidency of International 
Aviation Underwriters, Inc. 





Insurance Education Day 


Is Held in Syracuse 

Insurance Education Day, sponsored by 
the Insurance Field Club of Syracuse 
and the Casualty and Surety Club of 
Syracuse, was held November 9 at the 
Hotel Syracuse in that upstate New 
York city. There were about 350 agents 
and company personnel present. Chair- 
men of this affair were Gordon J. Hoyt, 
CPCU, and David L. Schultz. Others as- 
sisting were Frank Farley, Harold S. 


Poole, Jr.. CPCU, Alfred Talke, H. 
Martin Tenney, CPCU, D. Carlyle Blev- 
ins, John Naatz, R. E. Robinson, 


CPCU, and Carl K. Walrath. 

Morning and afternoon sessions were 
held. Speakers on public liability cover- 
age included Francis F. J. Moloney, 
George F. Christie and Alan R. Carey, 
all members of CPCU; Justine Gobel 
of the New York State Insurance De- 
partment on functions of the Complaint 
peg ag wt Charles S. Cooper, manager 

The Fund Companies; J. Paul Pizor, 
rea ate vice president of Excelsior; C. 
Newman, manager, Commercial 
Union; Irving W. Schwartz of Shimberg 
& Gerber Agency, and Clayton G. Smith, 
senior assistant manager, National Bu- 
reau of Casualty Underwriters. 





Stuyvesant Premiums Up 
59% In Third Quarter 


Total written premiums of the Stuy- 
vesant Insurance Co. showed an increase 
of 59% in the third quarter of this year 
over a similar period in 1959. Stuyvesant 
President Maurice G. Olson announced 
that the firm’s total written premium 
as of September 30 was $27,356,821, as 
compared with $16,291,271 for the first 
nine months of last year. 

The third quarter report also revealed 
that Stuyvesant’s net written premium 
retained was $14,065,597, an increase of 
67% over 1959’s figure of $9,454,780. The 
earned premium increased from $7,572,- 
728 last year to $13,769,476 for the first 
nine months of 1960. Mr. Olson pointed 
out that total income of $14,879,000 was 
50% greater than the $7,808,000 figure of 
1959. Stuyvesant, a 112-year old New 
York stock company, has its executive 
offices in Allentown, Pa. 





ST. PAUL DIVIDEND 
St. Paul Fire and Marine has declared 
a dividend of 36 cents a share, payable 
January 17, to stockholders of record 
as of the close of business January 10, 


PEERLESS FIGURES ISSUED 


Net Premiums up Over 10%; Small Un- 
derwriting Profit Shown; Net In- 
come This Year $710,568 
John O. Talbot, president of the Peer- 
less of Keene, N. H., says operating re- 
sults for the nine-month period ending 
September 30, indicated developments 
continue to be satisfactory. The impact 
of Hurricane Donna while severe was 
readily absorbed by the continuing fa- 

vorable developments in other lines. 

Net written premiums were $11,854,675, 
an increase of 10.52% over a year ago. 
Incurred loss and loss expense amounted 
to $6,893,451 or 59% of earned premiums 
in the sum of $11,556,046. Other under- 
writing expenses total $4,662,594 which 
was 39.9% of earned premiums, resulting 
in a statutory profit of $122,980 or 11% 
of earned premiums. 

Net investment income amounted to 
$578,440 which combined with underwrit- 
3 earnings produced a net income of 
$710,568. Per share earnings were $1.28. 
Other reserve requirements and_ the 
shrinkage of portfolio valuations created 
a surplus reduction to $7,879,206. No ad- 
justment has been made to reflect the 
company’s increased equity in its life in- 
surance affiliate, United Life and Acci- 
dent, whose development is likewise 
satisfactory. 

For the present, Mr. Talbot indicated, 
maximum reduction of overhead costs 
has been reached. Further improvement 
must result from favorable loss develop- 
ments. 





N. Y. Chapter of CPCU to 


Feature Marine Nov. 16 


The New York Chapter, Society of 
Chartered Property and Casualty Un- 
derwriters, will devote its Wednesday, 
November 16th meeting to a panel dis- 
cussion on ocean marine insurance. 
Topics will include cargo and related 
factors including international trade and 
the effects of international politics. 


Panelists will be George C. Dangman, 
vice president of Johnson & Higgins ; 
Joseph G. Romans, assistant marine man- 
ager of Royal-Globe Insurance Group, 
and Charles N. Shepard, assistant marine 
manager of Aetna Insurance Co. 

The meeting begins at 5:30 p.m. in the 
auditorium of the America Fore Loyalty 
Group, 80 Maiden Lane, New York. An 
open meeting, each member of the chap- 
ter will be permitted to bring a guest. 





Donna Brings Big Rise 


In N. Y. Board Losses 
There were 6,722 losses for $3,871, 662 


assigned in September to the committee 
on losses and adjustments of the New 
York Board of Fire Underwriters, com- 
pared with 580 claims for $1,901, 352 in 
the same month last year. The huge in- 
crease in number of losses and amount 
involved results entirely from extended 
cover claims from damage done by Hur- 
ricane Donna. There were 6,479 EC in- 
curred losses for $2,713,572, whereas the 
fire losses were about the same as a 
year ago. 

For the first nine months of 1960 there 
were 14,536 losses for $23,627,152 against 
8,530 claims for $21,508,137 in the same 
period of 1959. Here again the increase 
of 6,100 losses and over $2,000,000 in 
amount resulted from 11,434 extended 
coverage and other claims, outside of fire 
losses, according to Secretary ae 
Niver. 





Richards Inland Special 


The Employers’ Group announced ap- 
pointment of Robert T. Richards as in- 
land marine special agent for Massa- 
chusetts and Rhode Island. Mr. Richards 
joined The Employers’ in August, 1959. 
He has had extensive inland marine ex- 
perience in the New England area, He 
formerly was employed as an_ inland 
marine underwriter with the Boston In- 
surance Co. for eight years. He is a 
graduate of Boston College. 
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Company Leaders See Stronger and 


Better Agency Relations Developing 


Emphasis upon partnership relations 
between stock companies and_ their 
agents and the fact that no stock-agency 
company could abandon the American 
Agency System even if it wanted to was 
placed by four leading stock company 
executives in panel talks before the re- 
cent annual meeting of the Connecticut 
Association of Insurance Agents in Hart- 
ford. 

Vice President L. M. Baldwin of The 
Travelers Companies, Vice President Ed- 
ward J. Martin of the Phoenix of Hart- 
ford, Senior Vice President Guy E. Mann 
of Aeina Casualty & Surety and Execu- 
tive Vice President Arthur S. Kuenkler 
of Security-Connecticut Insurance Group 
all stressed that the future of agency- 
company relationships promises a closer 
working together to attain common goals. 
They likewise agreed development of the 
business gives reason for much optimism, 
despite current problems. 

Mr. Kuenkler’s address, featuring “Di- 
rect Writer Competition,” is reviewed in 
the casualty section of this issue. 

Mr. Baldwin, in telling why the Amer- 
ican Agency System is good, why it will 
continue to prosper and why stock- 
agency companies are completely com- 
mitted to the system, told the Connecti- 
cut agents: 


Ownership of Renewals 


“Reference is made to the agents’ 
ownership of his renewals. This is a 
fundamental and contractual right--it 
alone, in a very broad sense, marks the 
difference between our system and that 
of the direct writer, and it puts both the 
agency and the company squarely on 
their mettle. The agent has no market 
without the loyalty and confidence of his 
company; the company writes no busi- 
ness without the loyalty and confidence 
of its agents, and in both cases quality 
of performance, integrity, and the pub- 
lic interest dictates whether, you and 
we, will prosper. 

“Our business, a company’s business, is 
ours only because you so will it; it will 
remain our business only as long as you 
dictate; and you are privileged to place 
it elsewhere whenever and for whatever 
reason you choose. 

“Regardless of future developments no 
stock-agency company in our judgment 
would dare (or desire for that matter) 
through continuous policies, direct bill- 
ing, or any other device, to attempt to 
place this contractual ownership of the 
agents business in jeopardy. 

“There are many reasons why stock- 
agency companies will not abandon the 
American Agency System. 

“First, the general public prefers to 
buy from an independent agent. Survey 
after survey has demonstrated this. John 
Q. Public knows that his local agent is 
in business to stay; that his welfare and 
prosperity depend upon delivering proper 
service and advice in this complex busi- 
ness of insurance. 

“Insurance is an intangible with myriads 
of covers which the layman is basically 
incapable of selecting; but with the help 
of his friend, the independent business- 
man in his community, he can acquire 
this complicated intangible with as much 
confidence as his wife buys her appli- 
ance. And he knows that as his needs 
change and as rates and policies fluctu- 
-~ his local agent will advise him and 

. him keep adequately and econom- 
iealiy insured,” Mr. Baldwin said. 


Independent Agents Serve Policyholders 


“Second, the local agent provides what 
is best for his client; the direct writer 
order taker must sell what he is told to 
sell by his employers—thus, although an 
agent of the company, the independent 
agent must place his first emphasis upon 
what is best for his policyholders. This 
ultimately will be the great equalizer 
between our system and the other. 

“Third, there is a final reason why the 
stock-agency companies will not abandon 
the American Agency System. Aside 


from all that has been said, this reason 
is most compelling. It is also simple. 
No stock-agency company could abandon 
the American Agency System even if it 
wanted to. 


“It has taken many, many years to ac- 
cumulate our business, it has been de- 
veloped only through you and by you. 
We now have, all of us companies, enor- 
mous funds invested in plant, equipment, 
personnel and our so-called agency 
plant. There is no company of which we 
are aware who could reverse its position 
and start over again on another basis. 
It would lose an enormous proportion, 
perhaps 80% or more, of its premium 
income and for a very simple reason: 
would you place your business with such 
a company ? 


“Without this income our establish- 
ment would wither, services would have 
to be curtailed or abondoned, and we 
would find ourselves in a vicious circle 
where curtailing of services would affect 
production which in turn would require 
further curtailment of services. We 
would, in fact, have to start all over 
again and even if we were successful, 
it would be years and years before we 
could achieve the premium volume we 
now enjoy even if we were successful, 
which is highly doubtful. 

“Fourth, we are also convinced that the 
salaried sales-employe method of the 
direct writer would become less and less 
effective for us. Only by offering a man 
the incentive of building and owning his 
own business; only by offering a man 
financial security and an income limited 
only by his own brains and energy could 
a profession such as ours attract and hold 
representatives of the necessary high 
calibre to justify the confidence of the 
public. To attempt to exchange our pres- 
ent agents for direct salesmen would, 
therefore, be economically impossible, 
eminently impractical, and, in short, un- 
thinkable.” 


Martin on Background of Differences 


Vice President Martin of the Phoenix 
cited the problem areas between com- 
panies and agents and then stated: “We 
acknowledge our errors freely and see 
signs you feel the same way. We’ve got 
a sound partnership and none of our 
problems is insurmountable. 

“Probably the greatest omission on the 
part of the agency companies and many 
of their agents has been a failure to 
recognize what the public ‘wants.’ Ob- 
viously, the public never ‘demands’ any- 
thing, as such, but it does rather quickly 
‘recognize a good thing’ when it sees it. 
The public did not ‘demand’ super-mar- 
kets, but they certainly did recognize the 
advantages. Similarly, the public has 
recognized a good thing in compact cars; 
and the advantages will outweigh the dis- 
advantages in the minds of close to 25% 





of the new car buyers during the 1961 
model year. 

“Hasn't our failure—both the com- 
panies’ and the agents’—been a similar 
one, a failure to recognize the public’s 
desire for lower priced, mass-handled 
auto and other personal coverages? In 
this way, didn’t we actually permit the 
direct writers to capture 40-50% of the 
more desirable auto insureds? 

“This failure to appreciate what the 
public wanted and our consequent fail- 
ure to offer, until recently, a competi- 
tively priced optional product has re- 
sulted in a serious deterioration in 
agency-company relations. For ten years, 
while many sincere people on both sides 
debated the related yet subordinate is- 
sues of direct billing, continuous policies, 
and lower gross commissions (but not 
necessarily lower ‘take home’ commis- 
sions), many millions of insureds and 
hundreds of millions of premium and 
commission dollars were lost by the in- 
dependent agency companies and their 
agents. While we talked and debated 
the direct writers and their kind laughed 
all the way to the bank! 

“Fortunately, we can see an end to 
this tragic waste of time and effort in 
intramural argument and misunderstand- 
ing. We all now agree the companies 
are not trying to take over the agents’ 
expirations and you agents now have a 
competitive auto policy to use to get 
hack the lost business.” 

Mann on Future of Company-Agents 
Relations 

Discussing the future of company- 
agents relations, which he feels promises 
a closer w orking together to attain com- 
mon goals, Senior Vice President Guy 
E. Mann of the Aetna Casualty and 
Surety told the Connecticut producers: 

“Our concept of the American Agency 
System is not that it comprises inde- 
pendent agents alone, but that it inti- 
mately includes those companies who 
look on those independent agents as 
their sole source of business. We must 
never lose sight of the fact that our 
American Agency System does not refer 
to agents alone. It signifies the close 
contractual, economic and servicing amal- 
gamation of company and agent together. 
Whatever the future may hold for our 
system, we are in it together. Insofar 
as the companies are concerned, we are 
bound and determined, if only for the 
sake of our tremendous investment in 
money, staff and plant, that this system 
will continue to operate as it always has, 
for the profit of the companies and their 
shareholders, the prosperity of our 
agents and the well- being of a well-in- 
sured public. 

“In the years ahead it will be increas- 
ingly important that our alliance be 
strong and also flexible. As never be- 
fore, it will be necessary that we com- 
municate, understand, and cooperate. It 
will be vital to our common success that 
each member of the partnership seek 
from the other those things that each 
has to offer to the other. 

“There is encouraging evidence, too, 
that today the companies can with con- 
fidence recognize a willingness on the 

(Continued on Page 25) 
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Cliff C. Jones Dies; 
Kansas City Executive 

AGENCY AND.COMPANY LEADER 

Chairman of Kansas City F. & M.; 


Former President of NAIA and 
Casualty and Surety Agents ~ 








Cliff C. Jones of Kansas City, nation- 
ally known and highly respected fire 
company executive and producer, died 
November 2 at his home there. He was 


81 years old and has been in good health 
until a few months ago. Mr. Jones was 





CLIFF C. JONES 


honorary chairman of two Kansas City 
insurance firms—R. B. Jones & Sons, 
Inc., and the Kansas City Fire & Marine 
Insurance Co. The agency, founded in 
1889 by his father and an older brother, 
Cary W. Jones, began as a partnership 
and was incorporated in 1931. Cliff C. 
Jones was president of it from 1931 until 
July of this year when he became ill. 
He was chairman of the board of the 
Kansas City F. & M. from its start in 
1929 until he resigned in July. 

Mr. Jones was a former president of 
the National Association of Insurance 
Agents, having been elected in 1925 at 
the convention in Kansas City, Mo. He 
was a past president also of the Na- 
tional Association of Casualty and Surety 
Agents. He made a practise of return- 
ing for annual conventions whenever pos- 
sible. 

Long a devoted supporter of musical 
interests Mr. Jones was active in launch- 
ing the Kansas City Philharmonic or- 
chestra and served as a trustee of the 
Philharmonic association and the Kansas 
City Conservatory of Music. He was a 
director of the Chamber of Commerce 
and the Kansas City Power & Light Co. 

Mr. Jones, son of Mr. and Mrs. Rich- 
ard Bacon Jones, was born January 26, 
1879, at Covington, Ky., and moved to 
Kansas City as a youth. He went into 
insurance in 1900 in the agency of his 
father. Cary W. Jones died in 1950 and 
another brother, R. Bryson Jones, died 
in 1956, 

Surviving Mr. Jones are lis wife, Mrs. 
Airy Hamilton Jones. A first wife, Mrs. 
Elizabeth Smith Jones, died in 1945; a son 
Cliff C. Jones, Jr., chairman of R. B. Jones 
& Sons; a brother, Morton T. Jones, 
president of both R. B. Jones & Sons and 
of the Kansas City F. & M.; two sisters 
and three grandchildren. 


Clifford Reckling Rejoins 


The Weekly Underwriter 


Clifford Reckling has rejoined The 
Weekly Underwriter as editor in chief 
after two months’ service with National 
Association of Insurance Agents where 
-, was editor of American Agency Bul- 
etin. 

Mr. Reckling will resume his editorial 
duties with The Weekly Underwriter on 
Monday, November 14. 
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The Crown Life Insurance Company 


of Toronto, Canada 
on August 20th, 1960 
passed 


ONE BILLION OF INSURANCE 
IN FORCE 
IN THE UNITED STATES 


For this outstanding growth, the Directors 
and Officers congratulate our General Agents 
and their associates who serve the 
needs of the American people in the 46 states 
in which Crown Life is licensed. 


The Crown Life is proud to have achieved 
this growth on the merits of the 
Company’s portfolio and to warrant the 
recommendation of so many 
Underwriters throughout the United States. 


C. F. W. Burns 


President 


A. F. Williams 
Vice-President 
and Managing Director 


Crown LirE 


INSURANCE COMPANY 


120 Bloor St. East, « 
1900 


Toronto, Canada 
1960 


Over $2,750,000,000 of Insurance in Force 


Maine: J. P. Goucher, 52 Western Prom, Auburn, Maine—LEW 4-6100 
Massachusetts: J. Powers, Regent Insurance Agency, Inc., 79 Milk St., Boston—HU 2-4616 
Connecticut: E. M. Goldstein, Inc., 962 Asylum Ave., Hartford—JA 7-9203 
Rhode Island: W. C. Barney, 58 Weybosset St., Providence—JA 1-6151 
Moryland: N. S. Jacobson, 534 North Calvert St., Baltimore—LE 9-6600 
Delaware: A. R. Atweter, Room 921, 3 Penn Center Plaza, Philadelphia, Pa.—LO &-3545 
District of R. pag Suite 597, Colorado Bidg., Washington—NA 8-3244 
Columbia: W. Ogus, 1420 K Streot N.W., Washington—RE 7-2484 
* Michigan: S. J. Cohn, 1174 First National Bidg., Detroit—WO 2-8458 
S. &. Hunter, 903 Francis Palms Bidg., 2111 Woodward Ave., Detroit—WO 1-4421 
B. G. Kendall, 19700 Woodward Ave., Detroit—TO 9-7800 
J. A. O'Brien, 302 First National Bank Bidg., Escanabo—ST 6-6811 


W. E. Shackleton, 903 Francis Palms Bidg., 2111 Woodward Ave., Detroit— 
Wo 1-4421 
R. C. Steger, 1239 Ecst Fulton St., Grand Rapids—GL 9-4684 
Now Jorsey Life Associates Inc., Suite 930, Raymond Commerce Bidg., 
Raymond Bivd., Newark—MI 2-2083 
. R. Atwater, Room 921, 3 Penn Center — Philadelphia, Pa.—LO ©-2545 
Ehrman, 5700 Bartlett St., Pittsburgh—AT 1-0626 
G. Kekich, 1714 Inv ostment Bidg., 239 Fourth Ave. + Pittsburgh—GR 1-9210 
E. Malley, 2608 Saybrook Dr., Pittsburgh—CH 1-4313 
. A. Vickey, 3927 Wood St., Erie—UN 4-3522 
F. Willicms, Metzger Bidg., State College—AD 7-4901 
J. Durkin, Shrineview, Da las—4-6203 
W. N. Stariing, 1002 Raleigh Bidg., Ralcigh—TE 3-0808 


S. A. Middlebrook, Bouter G. Furmon Co., South Carolina National Bank Blig., 
Greenville—CE 2-5661 


New Jersey: 1180 


Pennsylvania: 


= +PoOrre> 


North Carolina: 
South Ccrolina: 


Ohio: Org es Petarections of Dayton, P. O. Box 61, Dayton View Station, Dayto>— 
P. D. Dreirus, 705 Union Ceniral Bidg., Cincinncti—GA 1-1910 
J. E. Hamm, Jr., 322 Hanna Bidg., Cleveland—CH 1-3987 
R. B. Tilton, 683 East Broad St., Columbus—CA 1-1601 
White, Wilson, Merritt, Inc., 1115 Superior Bldg., Cleveland—CH 1-6765 
Missouri: a Be Underwriters & Consultants Inc., 9218 Clayton Rd., Clayton— 
2 Sidney Salomon Jr. and Associates, 1006 Ambassador Bidg., St. Louls—GA 1-0925 
Georgia: D. R. Wynne, 612 Fulton Federal Bidg., 11 Pryor St. S.W., Atlanta—JA 3-7601 
F. T. & W. C. McElreath, P. O. Box No. 96, Wadley—Phone 99 
Kansas: D. J. Harper, 227 Ide St., Wichite—AM 5-5208 
Alabama: Cc. E. Schulte, 502 Holcombe, Mobile—GR 1-5225 
F. M. Jones, P. O. Box 7375 Mt. Brook Branch, Birmingham—TR 1-0321 
Virginia: Richardson-Drew Agency, 4515 Colley Ave., Norfolk—MA 2-9092 
Florida: 


E. A. Black, Suite 8, Lewis State Bank Bidg., Tallahassee—4-4242 
Jacobson Insurance, “inc. -s 1944 Southwest 8th St., Miami—FR 9-760 
R. L. Rhodes, Richardson Bidg., 33 South Hogan St., am ek 6-7628 
T. P. Wittner, 2425 Central Ave., St. Petersburg—7-79 

+ © Deutsch, Crown Enterprises Inc., 2009 East Washington St., Orlando— 


Lightfoot-Bailey, 1809 E. Colonial Dr., Suite 1, Orlando—CH 1-2347 


NBFU Ass’t Secretary 





FRED W. WESTERVELT 


Appo:ntment of Fred W. Westervelt as 
assistant secretary of the National Board 
of Fire Underwriters is 
Lewis A. Vincent, general manager of 
the NBFU. Mr. Westervelt formerly 
held the position of manager of the 
board’s public relations activities. 

In announcing Mr. Westervelt’s 
appointment by the NBFU’s executive 
committee, Mr. Vincent said the per- 
sonnel and activities of the public rela- 
tions department have been transferred 
to the general office of the board. Work 
performed by that department will be 
continued under the direction of the gen- 
eral office. 

Carol Van Sickle will be in charge of 
activities of the information office and 
will carry on her present duties as con- 
sultant on fire prevention education. 

Mr. Westervelt has been connected 
with various phases of the insurance 
business since 1925. He joined the Busi- 
ness Development Office in 1941 and be- 
came manager of the public relations ac- 
tivities of the General Adjustment Bu- 
reau in 1946. Mr. Westervelt joined 
the NBFU in that same capacity in 1956. 


announced by 


new 





JONES RELIANCE SPECIAL 
The Reliance announces appointment 
of M. William Jones as special agent in 
the State of New York, operating out of 
Syracuse. 








Glens Falls Operating 
Income Shows Increase 


NINE MONTHS’ REPORT ISSUED 





Slightly Larger Underwriting Loss Due 
To Surety Losses and Claims 
Resulting From the Hurricane 





The Glens Falls Insurance Co. reports 
net operating income of $932,596 for the 
nine months ended September 30, com- 
pared to $540,583 for the same period 
in 1959. Premiums written amounted to 
$68,512,376, an increase of 3.2%, repre- 
senting a record volume for the first 
nine months. Admitted assets of $177,- 
154,303 were at a new high while capital 
funds of $54,648,610 were less than at 
year-end due to a lower stock market. 

A slightly greater underwriting loss 
of $2,251,043 was more than offset by 
investment income of $3,213,939 which 
increased by 15.4%. A loss and loss ex- 
pense ratio of 63.6% to earned premiums 
and an underwriting expense ratio of 
38.4% to written premiums developed a 
combined underwriting ratio of 102.0% 
which contrasts with 101.7% for the first 
nine months of 1959. 

Underwriting results, which had shown 
a marked improvement for the first 
seven months, were adversely affected in 
August by sizeable surety losses and in 
September by losses of approximately 
$750,000 resulting from hurricane “Don- 
na.” This amount represents the major 


share of Glens Falls’ total loss from 
that catastrophe. 
12 Months’ Results 


Results for the 12 months ended Sep- 
tember 30 were also improved with net 
operating income of $2,977,864, or $2.29 
per share, compared with 2 349,717, or 
$1.81 per share, for the comparable 
period ended September 30. 1959. 

Glens Falls affiliate, the National Life 
of Canada, has total life insurance in 
force of $664 million including an allow- 
ance of $238 million for annuities as of 
September 30, a 15% increase from 
total life insurance in force of $579 mil- 
lion at year-end 1959. The life affiliate is 
now licensed in 28 states and has appli- 
cations pending in six. Operations in 
the United States are being expanded as 
rapidly as conditions permit. 

Glens Falls Insurance Co. recently an- 
nounced a proposed plan to acquire the 
outstanding shares of the Kansas City 
Fire and Marine by an exchange of one 
share of Glens Falls for one share of 
Kansas City. The plan, approved by di- 
rectors of both companies, must now be 
approved by stockholders at special 
meetings in December and by regulatory 
authorities. 


Penn Center Plaz 
Philadelphia 2, Penn 
ust 8-7730 « TWX-PH 








50 


rts 
he 
m- 


ep- 
net 
2 29 

or 
ible 


wife 

in 
ow - 
- of 
“om 
nil- 
e is 
pli- 

in 
las 


an- 
the 








November 11, 1960 











Page 25 








McBean Pres. of Appleton & Cox; 
Barker Continues As Chairman 


Owen E. Barker, chairman of the 
board of Appleton & Cox, Inc., has an- 
nounced election of William ‘R. McBean 
as president. While Mr. ‘Barker re- 
linquishes the title of president, he will 
continue as chairman of the board and 
chief executive officer. Mr. McBean, ex- 
ecutive vice president since 1954, will act 


as chief administrative officer. 





OWEN E. BARKER 


Fred Thieringer, Jr., senior vice presi- 
dent, was elected executive vice presi- 
dent and John P. Kipp was appointed 
to the executive committee. 

Mr. ‘McBean joined Appleton & Cox, 
inc. on October 27, 1920. He was first 
appointed a vice president in 1945 and 
elected a director in 1946. 

Appleton & Cox, Inc., New York City, 
insurance underwriters, are managers 
for various classes of business for a 
number of leading American and Can- 
adian insurance companies. They are 
also United States managers for four 
overseas companies and are the found- 


Agency Relations 


(Continued from Page 23) 

part of agents to accept their under- 
writing responsibilities. Companies rec- 
ognize that, no matter how carefully 
underwriting rules are laid down, there 
is no real substitute for the application 
of underwriting judgment by the in- 
formed and discerning agent at the point 
of contact with the risk. 

“It is encouraging in considering the 
subject of future company-agency re- 
lationships to see the trend toward a 
willingness on the part of agents to in- 
quire into and get the essential informa- 
tion that enables a company to prop- 
erly classify and rate the risk that it is 
asked to undertake. It is no secret that 
in great measure the underwriting suc- 
cess of the direct writer is due to the 
full and complete information obtained 
through their applications. 

“A great encouragement for the future 
is the companies’ determination to equip 
you with more modern and competitive 
products, both as to coverage and price, 
developed as the market needs seem to 
demand, to enable us both to expand and 
prosper. This has and will continue to 
require that both the companies and the 
agents squeeze every p »ssible penny out 
of the expense portion of the premium 
dollar without a material reduction in 
the services that both the companies and 
the agents can and mus! give. Both com- 
pany expenses and commissions must 
contemplate adequate compensation to 
both parties, but they must reflect a rate 
which the public—not the companies nor 





ers and managers of the Washington 
General Insurance Corp. 

Mr. Barker, one of the leading ocean 
marine executives and underwriters, en- 
tered marine insurance in 1917 and be- 
came associated with Appleton & Cox, 
Inc., in 1934. During his years in the 
ocean field he has held many high posts 
in various marine insurance o7ganiza- 
tions, including presidency of the Amer- 


WILLIAM R. McBEAN 


ican Institute of Marine Underwriters 
a few years ago. He is now a vice chair- 
man and member of the executive com- 
mittee of the International Union of 
Marine Insurance. 

Also he has held top posts or served 
as a director of the Board of Under- 
writers of New York, the hull syndi- 
cates, National Cargo Bureau, Security 
Bureau of New York and other groups. 
He has attended numerous meetings of 
the International Union in Europe, has 
traveled extensively throughout the 
world and written numerous articles on 
various aspects of marine insurance. 


the agents—will recognize as reasonable 
compensation for services performed,” 
Mr. Mann stressed. 

“While the structure of a rating form- 
ula requires arithmetic treatment of the 
factors of administrative and acquisition 
expense, there has not been nor will 
there be collaboration between compan‘es 
in the commission to be paid! That is a 
matter of individual contract, and there 
is an increasing disposition on the part 
of companies to discuss individually with 
their good agents matters of this type 
before action is taken. 

Agency Ownership 
“The American Agency System rests 


. »*o 
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"Wherever, whatever the risk... 


the man from AIU has a 


solution to your clients’ /nsurance § 
needs outside the U.S.A. 
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on the principle of the agency ownersh‘p 
of its business. It is encouraging to sce 
a lessening in the loose thinking that has 
been applied to this subject, and a more 
thoughtful consideration which recog- 
nizes that the agency contract of every 
agency stock company is in accord, by 
unequivocal terms, with this principle, 
aided by court decisions over a period of 
years supporting it. Direct billing doesn’t 
change this concept. A realistic recogni- 
tion of the true situation here cannot 
help but foster better company-agency 
relations for the future,” observed Mr 
Mann. 

“Surely, we all recognize that our joint 
problem today, simply stated, is: How 
do we get an increasing number of people 
to buy our product from you? We, in 
company ranks, must make the product 
better and the price more attractive. 
You, as agents, must make the sale bet- 
ter and the service more meaningful. 
The solution of this problem will require 
that the agent arrange his affairs so that 
he spends much more of his time as a 
salesman. 

“Unless we can offer our products to 
a materially increased number of pros 
pects, we cannot possibly compete with 
those who do. No amount of advertis- 
ing, television, radio, newspaper, or what- 
have you, will do the job. Advertising 
will help pave the way but the customer 
must be seen to be sold. 

“Not infrequently we hear the thought 





expressed that many of the d_fficul.ies 
the companies face would be solved if 
they would raise the standards for ap- 
pointment and weed out the unqualified 
agents. Certainly your companies have 
a responsibility in this area and we bhe- 
lieve iteis recognized. Perhaps the big- 
gest confribution the companies can 
make in this direction is the education 
and training of their agents. 

“That the Connecticut companies be- 
lieve this is evidenced by the great 
amount of effort and money that we are 
putting into this work. We believe also 
that qualification laws can help and we 
are wholeheartedly for the passage of 
any worthwhile, sound, qualification law, 
but it should be remembered that the 
competitive problems in our business or 
in any other business will never be 
solved by restrictive legislation. 

“Our problems in the market place are 
problems of salesmanship—not legisla- 
tion. The facts are that a very important 
share of the problems that we are facine 
today can be solved by a good, old- 
fashioned, dose of aggressive salesman- 
ship, by men armed with a product that 
appeals to the public.” 





NAIB TO MEET MAY 8-11 
The governing committee of the Na- 
tional Association of Insurance Brokers 
states that the 1961 annual meeting will 
be held in San Francisco May 8-11 
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Newly elected officers of the National Association of Mutual Insurance Agents. 


Seated are 
Coral Gables Fila., 

Standing are: 
Jones, Bluefield, W. Va., vice president; 
Paul A. Garrick, Medina, N. 


treasurer. 


president ; 


George R. McKiever is a Southerner 
from Florida. Aside from a stretch with 
the South Carolina Inspection and Rat- 
ing Bureau, his entire career has been 
with either mutual agency companies or 
as a mutual agent. He is a native of 
Sumter, S. C., received his early school- 
ing there and graduated with an A.B. 
degree from Mount St. Mary’s College 
in Emmitsburg, Md. He is president of 
Elliott and McKiever Insurance agency 


Y., vice president; 


left to right, Charles M. Scott, Ellicott, Md., secretary; Ge orge R. McKiever, 
Claude E. Spencer, Danville, Ill., first vice president. 

Thomas Craig Watson, Gastonia, N. C., vice president ; 
Thomas R. Mote, ds wy Ohio, vice president; 


C. Goodman 


and Harry I . Uhler, Baltimore, Md., 


of Miami, Fla., and is a past president 
of the Florida Association of Mutual 
Insurance Agents. 

He is vice president and a director of 
the Better Business Division of the 
Miami Chamber of Commerce, secre- 
tary of the Coral Gables citizens com- 
mittee and a member of the Dade Coun- 
ty citizens committee on liability insur- 
ance. He also serves as a member of the 
Coral Gables insurance advisory com- 
mittee. 





Huizinga utilis of 


Connecticut Agents 
Rutherford G. Huizinga of Stamford 
was elected president of the Connecticut 
Association of Insurance Agents at the 
annual meeting in Hartford, attended 
by about 800 agents and company men. 
He succeeds Stetson Ward of New 
Haven, who becomes chairman. Other 
officers are John B. Crosson, Hartford, 
vice president; John F. Phelan, Meriden, 
secretary-treasurer; Eben Learned, Jr., 
Norwich, state national director. 


L. D. Krasner to be Honored 


Louis D. Krasner, head of his own 
agency in downtown New York, will be 
honored at a testimonial dinner Novem- 
ber 16 by the Congregation B'nai Israel 
of Midwood in Brooklyn. Speaker of the 
evening will John J. Smith, president, 
East New York Savings Bank. 

Tribute will be paid to Mr. Krasner 
on occasion of his planned dedication of 
the Prayer Chapel in the new $400,000 
Community Center Building of Congre- 
gation B’nai Israel, now being con- 
structed. This chapel is being made pos- 
sible through the generosity of Mr. 
Krasner, his family, and that of his many 
friends. 


MRS. PERLE WOOSTER DIES 

Mrs. Perle Wooster, 78, vice president 
of the insurance and real estate firm of 
Leon M. Wooster Inc., Buffalo, N. Y., 
died recently. She had been asso- 
ciated with the firm, founded by her late 
husband, Leon, more than 50 years ago. 








F. Albert Roloson Dies 


F. Albert Roloson, prominent Balti- 
more agent, died last week at age 75. 
He was chairman of the board of Riggs- 
Warfield-Roloson, Inc. He suffered a 
heart attack 10 years ago but continued 
in business until he suffered the fatal 
attack while en route to a luncheon. 

Mr. Roloson entered insurance about 
60 years ago as an office boy for the old 
German Fire Ins. Co. In 1923 he joined 
Henry M. Warfield-Roloson, Inc., which 
in 1946 was merged with Riggs, Rossman 
and Hunter to form the present firm. 
Born in Baltimore Mr. Roloson was a 
graduate of St. Martin’s Academy and 
attended Maryland Institute. He is sur- 
vived by his wife, Mrs. Ida Stonesifer 
Roloson, a daughter, a brother and four 
grandchildren. 


HONOR HUMPHREY, WATSON 


Partners of Boit, Dalton and Church of 
Boston; Humphrey’s 50th Anniver- 
sary; Watson Retires 
More than 100 friends and business 
associates of Frank W. Humphrey and 
Myron E. Watson, partners of Boit, 
Dalton and Church, general insurance 
agents, Boston, attended a joint retire- 
ment and anniversary party in their hon- 
or at the Algonquin Club on October 
26. Mr. Humphrey was feted for com- 
pleting 50 years with the ifirm, while Mr. 
Watson was honored upon his retirement 
after 30 years with the insurance agen- 

cy. 

Hosts at the party were other partners 
of Boit, Dalton and Church—Frederic C. 
Church, Charles Colby Hewitt, Collins 
Graham, Robert W. Harding, Colby 
Hewitt, Jr. Maurice B. Rothrock and 
Ellis H. Carson. 

Highlighting the event was presenta- 
tion by Maurice H. Saval, president of 
American Universal Insurance Co., of a 
continuing $100 prize to be called The 
Frank W. Humphrey Award and to be 
awarded annually to the outstanding 
student in the fire insurance course at 
the school sponsored by the Insurance 
Library Association of Boston. 

Mr. Humphrey, recognized as an out- 
standing authority on fire insurance 
underwriting, has played an important 
role in the training of numerous indi- 
viduals who have gone on to successful 
careers in the insurance field. 


Mr. Watson is well-known for this 
successful adaption of life insurance sales 
techniques to selling of fire insurance. 

Among those attending the dinner 
were 90 persons representing the em- 
ployes of Boit, Dalton and Church with 
10 or more years’ experience. Others 
attending included: Frank W. Boyle, 
Deputy manager, Employers’ Liability, 
Boston; John Callahan, assistant 
vice president, National Union Fire, 
Pittsburgh; Robert C. Bielaski, vice 
president, Aetna Insurance Co., Hart- 
ford; William S. King, resident man- 
ager, Employers’ Liability, Los Angeles; 
Fred Morasch, vice president, Fireman’s 
Fund, San Francisco; E. J. Martin, vice 
president, Phoenix Insurance Co., Hart- 
ford, and James Wyper, Jr., vice pres- 
ident, Hartford Fire. 








Rathburn President of 
Rhode Island Agents 


Herbert W. Rathburn, Jr., Westerly, 
was elected president of the Rhode Is- 
land Association of Insurance Agents at 
the annual meeting last week in Provi- 
dence. He succeeds Elwin T. Gammons, 
Providence, who was named state na- 
tional director. Edward H. Quillan, 
Providence and James Goldsmith, also 
Providence, were elected vice presidents. 
George C. Hughes continues as secre- 
tary-treasurer. The new officers were in- 
stalled by William A. Pollard, execu- 
tive secretary of the National Associa- 
tion. 





EDWARD F. GREEN DIES 


Edward F. Green, 74, an insurance 
producer in Buffalo, N. Y., for 46 years, 
died October 30. He began his insurance 
business in Buffalo in 1912 and operated 
it until his retirement in 1958. His wife, 
a son and three daughters survive. 
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United Brokerage 


Associates Formed 

Formation of United Brokerage Asso- 
ciates Inc. as a wholly-owned subsidiary 
of United Improvement and Investing 
Corp., diversified real estate organiza- 
tion, is announced by John E, Marqusee, 
vice chairman of United Improvement. 
The new subsidiary will engage in life 
and general insurance brokerage. Philip 
M. Schlussel of White Plains is named 
president of the new firm and vice presi- 
dent of the parent corporation. 

Prior to his association with United 
Improvement, Mr. Schlussel headed the 
insurance firm of P. M. Schlussel Co., 
50 East 42nd Street, New York. This 
company, together with United Insurance 
Underwriters, Inc., owned and operated 
by United Improv ement in Florida with 
offices in Tampa and Fort Lauderdale, 
will be absorbed as_ subsidiaries of 
United Brokerage Associates Inc. 

United Improvement is a publicly-held 
corporation listed on the American Stock 
Exchange. Other divisions and subsid- 
iaries include Lawyers Mortgage and 
Title Company for Title insurance. 

Mr. Schlussel, CLU, was graduated 
from the College of the City of New 
York and the New York State Maritime 
Academy. 


W. J. Manning Dies 


William J. Manning, president of Al- 
bert B. Liell, Inc., and Liell Agency, Inc. 
164 Montague Street, Brooklyn, died 
October 26. He was formerly a member 
of the New York Fire Insurance Ex- 
change and chairman of the fire preven- 
tion and water supply committee of the 
New York Board of Fire Underwriters. 
Surviving are his widow, Mrs. Anna B. 
Manning, and a daughter, Mrs. Anne E. 
Metzler. 
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R.W. Daum Tells How Reinsurance of 
Homeowners Policies Is Now Handled 


In this final installment of the “Multiple Line Reinsurance” essay by Robert W. 
Daum, Jr., of Insurance Co. of North America, which recently won for him the Anglo- 
American ’Fellowship awarded under auspices of New York Insurance Society's School 
of Insurance and Sponsored by Agency Managers Ltd., New York, the reinsurance of 
homeowners’ policies is discussed. Pointing to the wide acce ptance of this policy by 
producers and the public since its introduction in the fall of 1950 by the North America 
Companies, Mr. Daum notes that premium volume to date is $1, 250,000,000 with overall 
loss ratio of slightly over 50% and that 1959 production alone was over $400 million. 
He presents as follows the manner in which companies are currently handling home- 


owners reinsurance : 


“In the homeowners policy we have a 
contract that was designed, rated, sold, 
and for the most part, underwritten as a 
package. What does the company do 
with it when it comes time to arrange re- 
insurance? The following facts and fig- 
ures will give us a good indication. 

“The most common method of han- 
dling these policies is as part of the fire 
treaty. Of the companies surveyed 67% 
use this method. In over 50% of the 
cases, however, the liability portion is 
broken out and ceded to the casualty 
treaty. That this is the most popular 
practice is not too difficult to understand 
since it follows’ traditional lines. When 
these contracts were originated, the mul- 
tiple line concept had not taken hold in 
many companies, and each segment of 
the company jealously hung on to each 
component part. The history of Multi- 


peril Insurance Conference and the CDP 
policy, breaking the contract into all of 
its component parts, is ample evidence 
of how far this practice of segmentation 
was pursued, 


Practice Followed by the British 


“There are other reasons, and one that 
may have played an important part is 
the practice followed by the British in 
handling their package policy, the 
‘Householders.’ H. A. Cockerell, secre- 
tary of the Chartered Insurance Insti- 
tute, advises that Householders compre- 
hensive policies are dealt with in three 
main ways for reinsurance purposes: (1) 


for which they are justly famous, dictates 
that the coverages be split. 


Practice of Primary Cos. in U. S. 

“A breakdown of responses received 
from primary companies here indicates 
that 18% of them handle their home- 
owners reinsurance as a _ completely 
separate arrangement, although even 
with these companies 50% of them sep- 
arate the liability and cede it to their 
casualty treaty. Roughly two-thirds of 
these separate arrangements are on an 
underwriting excess basis. 

“As part of our information gathering 
process, most of the reinsurance brokers 
were asked, among other things, what 
they considered the ideal way to re- 
insure these policies. Their responses 
indicate that they favor a separate con- 
tract on an excess basis, although it 
would appear that their advice has not 
been widely adopted. Interestingly, one 
company writing over $20 million of 
homeowners premium said its reinsurance 
was currently under study and that it 
would probably adopt the separate con- 
tract method this year.” 

Bryant for One Simple Excess of 
Loss Contract 

Mr. Daum then points to the advo- 
cacy by Donald E. Bryant, vice presi- 
dent, Treaty and Excess Management 
Corp., in the fall of 1956 of “Fire-Casu- 
alty Reinsurance in One Contract,” his 
being one of the very few published 
articles on multiple line reinsurance. 
Discussing Mr. Bryant’s proposal which 
was set forth in articles in both The 
Eastern Underwriter and The National 
Underwriter, (Mr. Daum says: 

“While many others at the broker 







































TYPICAL TWO-WAY INFORMATION FLOW 
BETWEEN CONTROL AND FIELD 





First at ROYAL-GLOBE- 
the CONTROL ENGINEER 


To provide coordinated service to multiple-location accounts, 
Royal-Globe’s Loss Prevention & Engineering department has 
developed the unique concept of a control engineer. Stationed near 
a. client’s headquarters, the control engineer collects reports and 


data from those of our 250 field engi- 
neers who work in the client’s plants. 
When needed, he calls into play (A) 
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Royal-Globe Opens 
_ New Office at Mineola 


Royal-Globe Insurance Group has 
opened its new suburban regional office 
Willis Ave., Mineola, 
Long Island, N. Y. The new office com- 
bines the group’s Flushing suburban re- 
office and the Mineola 


building at 185 


gional service 
office. 

With three floors of office space, the 
fully air-conditioned 
solely occupied by the Royal-Globe with 
a staff of 90 employees. There are park- 


building will be 


ing facilities for 75 cars. John Keiller is 
regional manager for the suburban terri- 
Nassau, Suffolk, 
Bronx, Rock- 
land, Putnam and Westchester counties. 


which includes 
Richmond, Queens, Fas: 


tory 


Telephone numbers for the new office 
are Ploneer 1-3100 and FLushing 7-8100. 


America Fore Dinners 

More than 2,000 oldtime employes of 
America Fore Loya‘ty Group insurance 
companies recently took part in one of 
their favorite social events of the sea- 
son, the traditional dinner parties held 
each throughout 
the United States and Canada. Each 
of the employes invited to the parties 
served the group for a quarter-century 
or more and is a member of America 
Fore’s Old Guard or Loyalty’s 25-Year 
Club. About 1,500 of the members are 
still actively emp'oyed with the Group, 
the rest have retired. Banquets were 
held in Chicago, Newark, New York 
City, and Atlanta, and dinners are 
scheduled for November 10 in Montreal, 
: : 7 — 
November 11 in Dallas and November 18 
in San Francisco. 


year in several cities 


Warren Partridge Dies 


Warren Partridge, Jr., personnel officer 
for the Atlantic Companies, New York 


City, died in the Beekman-Downtown 
Hospital on October 31 after a_ brief 
illness 


Mr. Partridge, who was 56 years old, 
was a native of East Orange, N. J. He 
was a graduate of Mercersberg Academy, 
Harvard College, class of ’27, and also 
attended Harvard Graduate Business 
School. Prior to joining Atlantic in 1947, 
he was a labor relations consultant, and 
during the war, training director for 
three years in the Army Ordnance De- 
partment. For this service he received a 
War Department citation. 

His wife, Margaret Woodward Part- 
ridge, a son, Richard, and a daughter, 
Mrs. Paul Bernard, survive him. 





Daum Article 
(Continued from Page 27) 


at the top of the scale with over $200 
million in total premiums and over $10 
million in homeowners business. The 
others were at the bottom of the scale 
by total size and homeowners volume. 
One of the larger reinsurers reports that 
two such contracts are currently under 
negotiation—one for a fairly large group 
may be signed in 30 to 60 days. 

“The balance of the companies re- 
porting used va::ous methods to solve 
the reinsurance problems. Three com- 
panies used their inland marine treaties. 
All of these companies are fairly large. 
One has a total volume of $55 million, 
with $1,300,000 in homeowners. One has 
a total of $91.900,000 with $8,500,000 in 
homeowners. The other has a total of 
$150 million and a homeowners volume 
of $4 million. In two cases, the reinsur- 
ance method used was an underwriting 
excess with the liability portion broken 
out and ceded to the casualty treaty. The 
ather uses a combination of surplus and 
excess and does not break out the lia- 
bility. 


“Two companies used their casualty 
treaties for all homeowners business. 
These were both smaller companies, 
under $20 million in total volume. How- 
ever, one had a homeowners volume of 
$2 million. The other was just under 
$500,000 in homeowners. Four companies 
used a combination of their fire and 
their marine arrangements, and also 
broke out the liability portions for their 
casualty treaties. This, of course, is the 
ultimate in breaking the package out into 
its component parts and re-allocating the 
premiums to the individual line re- 
insurers, .. .” 


Problems in Specific Areas 


Further along in his essay Mr. Daum 
discussed three specific areas in home- 
owners reinsurance which were brought 
up frequently in his interviews—the lia- 
bility cover, distortion in fire treaty re- 
sults and the “C” policy. On the first 
point the noted that over half of the 
companies separate the liability portion 
and cede it to their casualty treaty, 
usually on basis of 10% of premium vol- 
ume, “a purely arbitrary percentage 
adopted in the early days of the home- 
owners policy and which has since been 
widely used.” He reports “very good” 
experience on this portion of the busi- 
ness, and said “If this 10% factor were 
applied across the whole books of home- 
owners business, loss ratio on the liability 
portion would be only 32%. 


2. “Companies using their fire treaty 
for homeowners reinsurance mention that 
one of the reasons they do this is to pre- 
vent their treaty results from being 
distorted by the removal of large blocks 
of premium, For a small company, this 
may be a problem, but for the medium 
and large company this argument loses 
much of its force.” 

“To sum up the homeowners situation, 
it may be fair to say that the majority 
of companies, by number and volume, 
have considered this contract from both 
an underwriting and reinsurance stand- 
point as an adjunct to their fire opera- 
tion. The large premium volume de- 
veloped and its continued growth, as well 
as other developments in the packaging 
field, are now dictating that they take a 
second look. In all probability this will 
mean changes in their underwriting at- 
titudes, perhaps the creation of multiple 
line underwriting units and also changes 
in their reinsurance practices.” 


RICHARD A. CORROON MASS 

A solemn requiem mass for Richard 
A. Corroon will be celebrated Monday, 
November 14th, at the Church of Our 
Lady of Victory, William and Pine 
Streets, New York City. The mass will 
be at 11 am. and the Right Reverend 
Monsignor Richard J. Pigott will be the 
celebrant. Mr. Corroon, former head of 
the Corroon & Reynolds Group, died 
November 14, 1946. 












PILE UP 
SALES- POINTS 


.-- by promoting Insurance- to-Value. It’s a proven method for solidifying client 
relations, attracting the interest of prospects and increasing your income. These 
facts point up the need for up-to-date insurance... a home built in 194] for 
$10,000 would cost almost $25,600 to replace today...one erected in 1950 for 
$15,000 would cost over $21,200 to replace...a home built as recently as 1955 for 
$15,000 has already increased in replacement value to more than $17,000! And 
these figures do not include the increased value of personal property and home 
furnishings! Replacement costs for commercial risks have also skyrocketed—as 
much as 23% since 1955! Clients and prospects will also appreciate your demon- 
strating the advantages of “package policies” in providing FULL Insurance-to - 
Value,often at a premium saving. To help you promote Insurance- to-Value ask 
our Fieldman for sales-tested advertising material and also have him tell you 
about our expanded facilities that will make it easier to satisfy clients and sell 


prospects. 





/ A MULTIPLE 
LINE GROUP 


COMMERCIAL UNION ASSURANCE COMPANY LTD. 


ONE PARK AVENUE, NEW YORK 16, N.Y. 


NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD. 
150 WILLIAM STREET, NEW YORK 38, N.Y. 


AMERICAN CENTRAL INSURANCE COMPANY 


THE CALIFORNIA INSURANCE COMPANY 
CENTRAL SURETY AND INSURANCE CORPORATION 


COLUMBIA CASUALTY COMPANY 


COMMERCIAL UNION INSURANCE COMPANY OF NEW YORK 
THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY OF AMERICA 

THE OCEAN ACCIDENT AND GUARANTEE CORPORATION, LTD. 
THE OCEAN MARINE INSURANCE COMPANY LTD. 

THE PALATINE INSURANCE COMPANY LTD. 

THE PENNSYLVANIA INSURANCE COMPANY 


UNION ASSURANCE SOCIETY LTD. 


ATLANTA & PHILADELPHIA ¢ DETROIT « CHICAGO « KANSAS CITY « SAN FRANCISCO 










COMPANY ACQUISITION 





Companies wishing to diversify 
operations have enlisted our 
aid. Can we help you in this 
endeavor? 
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Common Carriers 


(Continued from Page 29) 


it does not own or operate the facilities 
through which the transportation is ef- 
fected and utilizes the services of others 
to perform the actual work of transpor- 
tation. Stewart v. Merchants Dispatch 
Transportation Company, 47 Iowa 229; 
Merchants Dispatch — Transportation 
Company v. Bloch, 86, Tenn. 392. 
Proper Delivery 

The question as to whether goods 
lave been delivered properly into the 
custody of a carrier depends upon the 
peculiar facts in each case. Usually, de- 
livery to the dock or platform of the 
carrier under circumstances where the 
authorized employe of the carrier is 
aware of the delivery. constitutes de- 
livery to the carrier. Where cotton, pur- 
suant to a custom is placed fully pre- 
pared for transit upon a platform of a 
cotton compress concern adjoining the 
tracks of the carrier, and it remained 
there continuously until its destruction 
by fire, and it was the custom of the 
carrier to load and unload from. the 
platform, and the carrier’s representative 
knew of the leaving of the cotton, it was 
held that a proper delivery to the carrier 
had taken place, although goods had been 
destroyed prior to actual loadings on to 
the carrier’s property. Texarkana & 
H.S:R. Company v. Braes, 245 S.W. 457, 
affirmed 200 SW 828, re-hearing over- 
ruled, 262 SW 737. 

It has also been held that even though 
no bill of lading has been issued, but the 
goods were left at the place where the 
carrier directed that they be left, and in 
accordance with usual custom, delivery 
to the carrier actually took place. Nash- 
ville Company and L.S.R. Company v. 
Mays, 14 Tenn. App. 28. 

Usually, it is not requisite to establish 
liability against the carrier to show that 
a bill of lading was issued. If the other 
factors are present through which de- 
livery can be spelled out, the absence of 
a bill of lading does not operate to 
change the incidence of liability. Amori- 
can Fruit Growers v. King, 122 S.C. 69: 
Howell v. Seaboard Airline Railroad 
Company, 186 N.C. 239. 

A contract of carriage need take no 
particular form. It may be oral or writ- 
ten. When goods are delivered to a car- 
rier without any express contract of 
carriage, the law implies the contract 
that it shall be carried to and delivered 
at place of destination in accordance 
with and subject to the terms and condi- 
tions fixed by law, and in accordance 
with the usual provisions of the tariff 
and bill of lading. American Jurispru- 
dence, page 658, Section 382, Carriers; 
Standard Combed Thread Company v. 
Pennsylvania Railroad Company, 88 New 
Jersey Law Reports 257, L.R.A. 1916, 
C-606. , 

However, it is important to note that if 
a complete oral contract of carriage is 
entered into, added changes or conditions 
cannot be invoked to change the effect 
of the said contract by the issuance and 
delivery subsequently of a written b'll of 
lading. Rudell v. Ogdensburg Trans’ 
Company, 177 Mich 568, 76 NW 380: 
Clark v. Ulster & D.R. Companv. 189 
NY 93. When we later discuss the limi‘a- 
tion of liability of carriers, you will find 
that this principle becomes a very vi.al 
one. : 

To Be Concluded 
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Legal Liability of Common Carriers 
Outlined by Attorney M.J.Gwertzman 


M. J. Gwertzman, well known attorney 
in New York City, discussed the broad sub- 
ject of liability of common carriers before 
the Mutual Insurance Technical Confer- 
ence in New York City last week. ‘He pre- 
sented a general picture of the subject of 
common carriage, with particular reference 
to the peculiar lability that falls upon the 
common carriers. Extracts from his address 
are presented in two installments, with Part 
I herewith: 


Both railroads, and now motor com- 
mon carriers, are all governed by the 
Interstate Commerce Commission. The 
railroads, for a long period of time, were 
Soler the direct control of the TInter- 
state Commerce Commission. The motor 
carriers came under the jurisdiction of 
the Interstate Commerce Commission in 
1935. 
Highlights of 1935 Law 


Under this act, all carriers who were 
in business at the time the Act came 
into effect were permitted to continue 
to operate over the routes which they 
previously had. The Interstate Com- 
merce Commission, in its control of 
motor common carriers, has the power to 
decide over what route they shall travel, 
has control over their methods of ac- 
counting, can set forth the nature of the 
commodities which they are permitted 
to carry, and can also control the safety 
practices and the labor practices of the 
carrier, 

The act, for the first time, also im- 
posed the necessity of insurance being 
carried, the limits of carriage being de- 
fined as $1,000 on any one vehicle, and 
$2,000 on any one casualty. 

The insurance is for the benefit of 
shippers or consignees or owners of the 
property. No violation of any of the 
terms of the insurance contract shall 
prevent the shipper or the consignee or 
owner from receiving compensation. The 
policy cannot be cancelled without thirtv 
days’ notice to the Interstate Commerce 
Commission, and if the policy was vio- 
— by the named assured, the insurer 
has the right of subrogation if, despite 
the said violation, it must make a pay- 
ment to the previously-described bene- 
ficiaries. See Section 314 of Title 49. 
United States Code Annotated, and BMC 
Form Number 32. 

The Motor Carriers’ Act exempts from 
its jurisdiction various types of carriers, 
chiefly those engaged in agricultural 
pursuits. Moreover, the Interstate Com- 
merce Act provides for so-called free 
zones which shall cover certain desig- 
nated areas immediately adjacent to 
metropolitan centers, and even though 
there may be interstate travel within 
those areas, they are not subject to the 
rules and regulations of the Interstate 
Commerce Act. 

The act differentiates between common 
carriers and contract carriers. 


Contract Carrier 


In effect, a contract carrier is one who 
does business with a limited number of 
persons, who makes special and different 
agreements with each type of customer, 
who does not engage in business gen- 
erally with the public. 

A common carrier, on the other hand, 
holds himself out as ready to accept 
business from the public generally, and 
has no right to discriminate among per- 
sons of the same class, and is one who 
must charge a fixed and definite rate for 
certain services, and is not permitted to 
vary that rate according to his personal 
preferences. 

It has been held that a transporter may 


confine its business to a special type or 
class of merchandise in being a common 
carrier. United States v. Carolina 
hae Carriers Corporation, 315 US 
475. 


It has also been held that the absence 
of regular schedules of operation, or of 
definite terminals, does not necessarily 
take a carrier out of the classification of 
a common carrier. Anderson vy. Fidelity 
& Casualty Company, 228 NY 475. 


Definition of Common Carrier 


From these cases, it is fair to say that 
a common carrier is generally one who 
holds himself out to the public generally 
as being in the transportation business 
and ready and willing to serve that seg- 
ment of the public whose needs he could 
properly fill. Looking at the situation in 
that light, we can readily see that a 
carrier may be a common carrier and 
yet have a very specialized type of busi- 
ness. 

The important definition to be kept in 
mind is that a common carrier, no matter 
how specialized he may be, must treat all 
of the customers whom he serves alike 
and charge the same rates for the same 
type of service. A contract carrier, on 
the other hand, can make any particular 
contract he desires and does not neces- 
sarily have to observe the same stand- 
ards and the same rates with all of his 
customers. 


If a carrier is retained for the pur- 
pose of delivering property to a long- 
haul common carrier who is to take the 
shipment in interstate commerce. the 
local carrier does not have to be licensed 
by the Interstate Commerce ‘Commission. 
He is not subject to the regulations of 





the Interstate Commerce Commission. 
He may make any contract which he de- 
sires, provided it does not conflict with 
the local statutes or laws in the com- 
munity in which he operates. 

In the case of Roseweb Frocks Inc. v. 
Rose, 52 NYS 2d 901, the court specifi- 
cally upholds the conflicting rule in its 
epinion: “There is no common control, 
management or arrangement between the 
defendants and the ‘National’ for the 
continuous movement of shipments. In 
the absence of such common control 
under the section herein before men- 
tioned, the defendants are exempt from 
the operation of the Interstate Commerce 
Act. Louis R. Collins, Contract Carrier 
Application, 4 M.C.C. 331, 1938, 1 Fed. 
Carriers Case 7168, Pg. 150. The de- 
fendants’ services are purely local in 
area, within the metropolitan district of 
the City of New York. The shipment in 
question did not move under a joint 
through rate or a through bill of lading 
but under a shipping receipt consigned to 
the ‘National’ in the City of New York. 

“The shipment is not one in interstate 
commerce and the defendants are ex- 
empt from regulation by the Interstate 
Commerce Commission and can, there- 
fore, limit their liability without obtain- 
ing a released rates order from that 
bureau.” 


Local Carrier May Limit Liability 


The important fact to be remembered 
in connection with this point, is that a 
local carrier, since he is not subject to 
the Interstate Commerce Act, may limit 
his liability or make other contractual 
provisions which an interstate commerce 
carrier may not be able to do. So long 
as the loss occurs while the property is 
in the custody of the local carrier, his 
contract is binding, and the interstate 
carrier is not responsible. 

The Interstate Commerce Commission 
has held that where a common carrier, 
for its own benefit, hires another carrier, 
either to pick up or to deliver property 
in connection with the interstate carrier’s 
business, that carrier performing this 
pick-up or delivery service need not be 
separately licensed by the Interstate 
Commerce Commission, but acts under 
the authority of the long- haul carrier, 
and the long-haul carrier is responsible 
for his acts. See Case No. 30-126, 3 
Federal Carrier Cases 96. 
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Freight forwarders, since 1942, are li- 
censed by the Interstate Commerce Com- 
mission under the Freight Forwarders Acts. 
In so far as the public is concerned, 
they have the same relation to the public 
as any common carrier. However, in con- 
nection with carriers to whom the 
freight forwarders deliver the property 
for transportation, they stand in the 
same position as a shipper and not as an 
initial carrier. Chicago, Milwaukee, St. 
Paul R.R. Co. v. Acme Fast Freight, 336 
US 466. The significance of this holding 
is readily apparent in connection with the 
claim policies of freight forwarders. 

While a freight forwarder must honor 
a claim made by a shipper or consignee, 
he does not have the right to collect 
from the carrier to whom he in turn de- 
livered the property and does not have 
the rights which exist between the con- 
necting carriers. It is necessary for the 
freight forwarder to file a notice of 
claim with the initial or delivering car- 
rier in the same manner as any shipper. 

It is important to note also that a com- 
mon carrier which engages in the busi- 
ness of transporting property in the same 
manner as a common carrier, remains 
liable in the same manner, even though 


(Turn Back to Page 28) 
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Adv. Agency Executives 
To Talk at IAC Meet 


SET FOR WASHINGTON DEC. 1-2 





Top Insurance, Agency Ad Men to 
Gather in Washington; O’Meara 
And Taylor Will Speak 





Insurance advertising men and agency 
representatives will meet November 30 at 
the Statler Hilton in Washington for the 
Insurance Advertising Conference’s mid- 
year meeting. 

After registration Wednesday evening, 
the program will get underway the next 
morning (Dec. 1) with the president’s 
welcome by T. Ramsay Taylor, assistant 
secretary, U. S. Fidelity & Guaranty. 
W. J. O'Meara will follow with his key- 
note address “Insurance Advertising: 
The Creative Challenge.” Mr. O’Meara 
is casualty advertising manager for Aetna 
Casualty. 

“The Creative Process” is the title of 
a talk to be given the same morning bv 
Carl Dueser, account executive, Wade 
Advertising, Inc., Chicago. Mr. Dueser’s 
talk will be followed by a panel on crea- 
tivity in insurance advertising Panelists 
include: 

Sanders Maxwell, associate copy di- 
rector, Young & Rubicam, Inc., N. Y.; 
Charles A. Gardner, president, Reming- 
ton Advertising, Springfield, Mass.; Rob- 
ert W. Murphy, account executive, N 
W. Ayer & Son, Philadelphia, and James 
C. Brown, vice president and director, 
G. F. Sweet Co., Hartford. 

Luncheon speaker will be Leon Volkov, 
contributing editor on Soviet Affairs for 
Newsweek Magazine. 

In the afternoon, David W. Barton, 
president, the Barton Gillet Co., Balti- 
more, will speak on “Visualizing In- 
tangibles.” Barrett Brady, senior vice 
president and director of creative serv- 
ices, Kenyon & Eckhardt, N. Y., will 
discuss “Television and Insurance Ad- 
vertising,” and James T. LeCompte, 
Stewart-Dougall Assoc., N. Y. will tell 
“What The Consumer Thinks About 
Your Product.” 

The banquet speaker that evening is 


the Hon. Sigurd Anderson, Commis- 
sioner, Federal Trade Commission, 
Washington, D. C. 

Friday morning, Edwin J. Benedict, 
account executive for McCann-Mar- 
schalk. N. Y. will present “The Bold 


Approach in Insurance Advertising.” A 
talk by William E. Matthews, vice presi- 
dent and director of media relations, 
Young & Rubicam, Inc. follows. The 
final event of the two-day affair will be 
a special presentation made by Life Mag- 
azine: “A Study of Consumer Attitudes 
Toward Casualty and Property Insur- 
ance. 


Home Reportedly Making 
Offer to New Amsterdam 


Home of New York is reported in a 
Baltimore Sun article (Nov. 8) as having 
made an offer for stock of New Amster- 
dam Casualty. However, Jesse Glasgow, 
the Sun’s financial editor, says: “There 
are also determined efforts being made to 
keep this company in Baltimore.” Neither 
the Home nor New Amsterdam would 
confirm the report that a definite offer 
for exchange of stock has already been 
made by the Home. 


New Amsterdam is still waiting to hear 
from Fidelity & Deposit on a specific 
offer, but Security of New Haven is still 
in the picture, its deal being 1% shares 
of its stock for each share of New 
Amsterdam. Another report is that 
Robert Garrett & Sons, Baltimore stock 
brokers, has bought substantial block of 
New Amsterdam stock. 


Praise for H. S. Moser 
As NAII’s Founder 

CARTON ALSO RECOGNIZED 

In Spotlight at St. Louis Annual Meeting 


Along with C. W. Leftwich, 
1960 President 





Henry S. Moser, senior vice president 
of Allstate, and John H. Carton, presi- 
dent of Wolverine and Federal Life & 
Casualty, both of Battle Creek, Mich., 
were in the spotlight at NAII’s annual 
meeting banquet last week in St Louis. 
Appreciation was expressed to Mr. 
Moser for the spadework he did 15 years 
ago as a prime mover in the founding 
of National Association of Independent 
Insurers. In turn, Mr. Carton was recog- 
nized for his persistence in setting up 
the industry’s Uninsured Motorists pro- 
gram and particularly for his efforts in 
bringing together top executives of the 
stock, mutual and independent compan- 
ies for agreement on a concerted attack 
on this aggravating problem. 

The tribute to Mr. Moser was paid 
by Adlai H. Rust, board chairman 
of State Farm Mutual Automobile, 
who in presenting him with an NAII 
testimonial scroll, wished him well on 
behalf of the association’s entire mem- 
bership in his retirement years. As re- 
cently announced, Mr. Moser is retiring 
from Allstate the end of this year after 


(Continued on Page 34) 








PHILADELPHIA AREA OPPORTUNITY AVAILABLE 


Leading aggressive independent stock casualty multiple line group 
has position open for casualty man to develop business in Philadelphia 
area. Must be capable of advancement to assistant managerial position 
—at least three years casualty experience required. Send complete 
resume—all replies confidential. Rep! 
writer, 93-99 Nassau Street, New York 38, N. Y. 


Box 2856, The Eastern Under- 








Kuenkler Evaluates 
The Direct Writers 


ANALYZES THEIR COMPETITION 





Security’s Executive V. P. Gives Conn. 
Agents His Sizeup of Lessons 
Learned in Auto Field 





Connecticut insurance agents in their 
annual gathering last week were given 
much food for thought by Arthur S. 
Kuenkler, executive vice president, Se- 
curity-Connecticut Insurance Group, who 
as a speaker in the panel on “The Fu- 
ture ot the American Agency System” 
told his audience: 

“We American Agency System stock 
companies and our independent agency 
system believe that ours is the best sys- 
tem, and that the direct writer method 
in all of its aspects is inferior to ours. 
Nevertheless it is true that in recent 
years we have had to sustain some 
severe shocks, and have seen certain 
companies under the direct writer system 
move ahead by leaps and bounds, with 
sizeable underwriting profits, while we 
companies were spinning our wheels to a 


large extent, and sustaining sizeable 
underwriting losses. 
“A large part of our trouble was 
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caused by the fact that these direct 
writers were skimming off the best 
automobile business, leaving us with an 
ever narrowing market which included 
an always increasing percentage of less 
desirable business. Rate increases, based 
upon this phenomenon, to a degree 
tended to hasten the speed with which 
some of the more desirable business left 
our agents and us... .” 

Mr. Kuenkler pointed to some “very 
significant” figures on premium volume 
in the auto B.I. liability line. In 1946, 
he said, the direct writers wrote 11.6% 
of this business in Connecticut but 10 
years later they wrote 21.6% of a vastly 
increased total business in this line. 
“These figures mean that they in this 
one line increased from $2,100,000 to $13,- 
500,000 during these 10 years. Thus more 
than $11,000,000 in premiums was lost to 
you, the independent agents of Connec- 
ticut, and to your companies.” 

The speaker then directed attention to 
what caused this loss of automobile busi- 
ness to the direct writer companies, 
saying: “We companies and you, our 
agents, were all pleased when market 
research studies confirmed the fact that 
the insurance buying public prefers to 
deal with an independent agent. 

“However, we all underestimated the ef- 
fect that ‘price’ had on this preference, and 
that to a large segment of the public a 
comparatively small difference in dollars 
decided whether his business was going 
to the independent agent or to the direct 
writer. Also, the direct writer salesman- 
employe was and is required to ring 
doorbells during the day and evening. 
They ‘ring’ and they sell, regardless of 
previous volume produced. All of this 
resulted in the tremendous increase in 
their writings. In this phase of our busi- 
ness these ‘Johnny-Come-Latelys’ have 
out-planned, out-sold and  out-under- 
written us until today they insure more 
than 10,000,000 automobiles and write 
more than $700,000,000.” 

Meeting the Competition Head On 

Mr. Kuenkler then told what has been 
done to meet the competition head on in 
the market place. First, a more com- 
petitively priced product was developed. 
There was too great a difference be- 
tween our competitor’s overhead cost, 
and ours. We had to trim our cloth ac- 
cording to our needs. The first step was 
to bring our expenses in the rate making 
formula somewhat closer to these ex- 
penses of our competitors.” 

In closing his thoughtful address, Mr. 
Kuenkler spoke as follows on “Lessons 
to be Learned from Private Passenger 
Insurance Developments :” 

1. “We agency stock companies and our inde- 
pendent agents should learn from our experience 
in the automobile business these last years that 
the secret of survival is adaptability. Our seg- 
ment of the insurance business is not the only 
business whose ability to survive is being tested 
today. Whether we know it or not, whether we 
are willing to recognize it or not, it is a fact 
that we are im an era in which the marketing 
point of view must begin and end with the cus 
tomer. 

2. “We should have learned that while the 
public preference is for the independent agent 
of our type, there is a point at which the good 
insureds, the less harzardous of other group, will 
let a price differential change their preference. 
Aggressive and mass selling methods, with this 
price differential, can swing many of these good 
insureds away from their independent agent. 
Thus a smaller and smaller proportion of good 
insureds will stay with the independent agent and 
the proportion of business we companies get 
represents more and more of the marginal and 
less desirable business. . . 

3. “We should have learned not to under- 


(Continued on Page 31) 
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Unadmitted Market as 
Seen by Ben D. Cooke 


SCORES CUT RATE COMPETITION 





Tells NAII of Two “Great Experiments” 
Under Way in London; His Volun- 
tary Agreement Plan 





Speaking from a background of 45 
years’ experience in the London insur- 
ance market during many of which he 
has been active on behalf of American 
insurance companies as well, ‘Ben D. 
Cooke, president of Agency Managers 
Ltd., New York and chairman of B. D. 
Cooke & Partners, London, in his NAITI 
address in St. Louis last week traced 
the pattern of development of insurance 
in Britain and United States, explaining 
differences in philosophy, and then cen- 
tered attention on “two great experi- 
ments” which are now being carried on 
in London. 

“The first of these experiments,” Mr. 
Cooke said, “is the insurance of static 
property owned by large corporations, 
against all risks. This policy, now in its 
early stages of development, still has 
some exclusions, but it is bound to be- 
come the natural successor to the cur- 
rent policy against fire and extended 
coverage perils. It is my great hope that 
the unadmitted market in London will 
follow the classic pattern of cooperation 
with the American companies in order to 
bring about a joint implementation of 
this project.” 

Excess of Loss Fire Business 


The speaker pointed to the second ex- 
periment as excess of loss fire business 
which, he felt, should be worked out for 
large U. corporations. He did not 
see why they should have to insure their 
standard pattern of minimal fire losses. 
Mr. Cooke argued: “If such a corpora- 
tion, year in and year out, loses in un- 
important fires an average total of $300,- 
000 a year, why should it pay an insur- 
ance company which is almost always 
much smaller financially than itself, a 
premium of some $600,000 a year just 
to cover this primary part of the risk 
in addition to that amount of premium 
which is necessary to cover the occa- 
sional large losses?” 

Saying that it takes only elementary 
arithmetic to see that this is an un- 
economical arrangement for the insured, 
the speaker thought the wise course of 
action “is for underwriters to work out 
economical plans of insurance that are 
in the best interests of multi-million dol- 
lar corporations instead of waiting for 
those insureds to devise plans of their 


own that might by-pass the underwriter 
altogether.” 


Cycle of Good and Bad Experience 


Mr. Cooke then spoke of one of the 
peculiarities of the insurance industry: 
The way in which so frequently and for 
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BEN D. COOKE 


no apparent reason, different segments 
of it run in cycles of good and bad pe- 
riods. “Sometimes,” he remarked, “the 
results of a particular class of business 
get so out of hand as to become dis- 
astrous. When this happens, many 
American companies either stop writing 
it, or sharply reduce their lines... . 
Thus, a situation is created whereby 
many insureds who desire coverage can- 
not obtain it in this country.” 

As an example of what happens under 








Cuthbert Heath Tribute 


The late Cuthbert Heath of London 
Lloyd’s was given almost lavish praise 
by Ben Cooke in his address. He pointed 
to him as “perhaps the greatest of in- 
surance executives in Britain so far as 
concerns development of casualty insur- 
ance. Back in the 1890s he experimented 
with burglary insurance. He followed 
that with public liability, then all risks 
jewelry insurance for individuals, all 
risks policies for goods carried by sales- 
men. ... He was the first man in Britain 
to issue jeweler’s block policies, and all 
risks policies on bridges. All these inno- 
vations took place over a long period 
of time, and with the advent of each new 
insurance, there were cries of ‘folly’ and 
‘disaster’ from prophets of woe. But 
Mr. Heath, a gentle, kindly man, but 
one with keen insight and towering vi- 
sion, paid them little heed .. .” 





these circumstances, Mr. Cooke referred 
to the period three or four years ago 
when all risks jewelry insurance sud- 
denly went sour. Many U. S. companies 
closed out their book on this business 
altogether and others would not write 
any new business. “As a result, the 
London market was swamped with offers 


of this type of business. Knowing that 
the business was inherently sound, and 
that it had become available to London 
only because of the inadequacy of the 
rate structure here, it was written in 
London without hesitation—but at two 
to three times the manual rate. 

“By now there has been a full turn 
of the cycle, and most of this business 
is back with the American companies. 
I myself wrote much of it in London, 
and I am quite content with the out- 
come,” Mr. Cooke stated. 


The Unadmitted Market 


Devoting the latter portion of his ad- 
dress to the unadmitted market, the 
speaker made only passing reference to 
reinsurance, saying: “Its position in the 
admitted market is so well known that 
‘t does not call for any special comment 
from me.” But he brought out: “We 
also help to meet some of the demand 
created today by the vast expansion of 
business in the U. S. which frequently 
leads to a situation where the capacity 
of the American market is just not 
enough.” 

Mr. Cooke then made the firm state- 
ment that in one phase of the unad- 
mitted market he wishes to play no part 
except to help discourage it. “This is 
the attempt on the part of some under- 
writers and companies in London to 
compete with American companies for 
what is ordinary day to day business on 
this side—and to compete for it simply 
by cutting rates.” 

The speaker called this policy “sui- 
cidal” and said that some way must be 
found to checkmate it. 


Why Surplus Line Business? 


In closing Mr. Cooke summed up the 
answer to his own question: Why sur- 
plus line business? “It is my belief,” he 
declared, “that the unadmitted market 
can continue to serve the best interests 
of American insurance in four particular 
categories: Reinsurance, experimenta- 
tion and development, true shortage of 
capacity business, and business for which 
no American market is available. 

“With the steady growth in (financial 
strength of the American market over 
the next 25 years, more business will 
come to’ London by way of reinsurance 
than through any other branch of our 
industry. It seems to me, therefore, that 
what both markets require is closer and 
warmer cooperation between the un- 
admitted market and the American com- 
panies. 

“A step in this direction might well be 
taken by means of a voluntary agree- 
ment among the responsible members of 
the unadmitted market to restrict their 
operations to these four classes of busi- 
ness. This is infiinitely to be preferred 
to inspiring legislation that can only 
adversely affect the well being and de- 
velopment of the insurance industry. 
Such a step, moreover, would encourage 
the dynamic forces of imagination and 
vitality and initiative that are available 
to us from among our own ranks.” 

Mr. Cooke, speaking for his own firm, 
said he would be happy to enter into 
such a voluntary agreement. 





Nationwide Corp. Set 
New Income Records 


DURING THE FIRST NINE MONTHS 





Combined Assets Rose Over $20,000,000 
To $579,000,000, Combined Surplus, 


Premiums Also Gained 





Nationwide Corp., Columbus, O., has 
announced that the four insurance com- 
panies in which it is principally invested 
attained new highs in combined assets 
and capital and surplus for the first nine 
months of 1960. 

Combined assets of the four insurers 
—Nationwide Life, Northwestern Nation- 
al Life, Michigan Life, and National 
Casualty—rose over $20 million since 
year-end 1959 to reach $579 million. In 
the same period, combined surplus in- 
creased $2.4 million to attain a high of 
$56.2 million. 

The companies increased their com- 
bined premium income nearly 11% over 
the comparable period last year, rising 
from $79 million to $87.6 million. Com- 
bined statutory earnings were $4.9 mil- 
lion compared with $5 million for the 
first nine months of 1959. The three life 
insurance companies had combined in- 
surance in force on Sept. 30 of #45 bil- 
lion, a 7.6% gain over year-end 1959. 

Paul Boardman, vice president and 
general manager of Nationwide Corp., 
said the insurance companies’ combined 
growth, plus the progress of other firms 
in which the corporation has holdings, 
was reflected in the nine months corpor- 
ation results—which reported net income 
of nearly $644,000, a 17.5% increase over 
the corresponding 1959 months. In ad- 
dition, the corporation’s equity in the 
undistributed earnings of the four in- 
surers through September was approxi- 
mately $3.2 million. The corporation’s 
assets rose to $40.3 million and surplus to 
$32.8 million. Both were company highs. 





Kuenkler on Direct Writers 
(Continued from Page 30) 


estimate our competition. The executive end of 
our business should by now have recognized 
that the executives of the direct writers are very 
alert, capable men who will be able, because of 
their method of operation, to take advantage of 
any loopholes we, with our system of operation, 
may leave open. Whether we like it or not, they 
are good, and let’s not forget it. Our independ- 
ent agents should recognize that in certain lines 
there is no substitute for ‘selling’ a product. Our 
competition, in the administrative and selling 
phases of the business are hard working, intelli- 


gent people, and to underestimate this is 
fatal... .” 





Conn. Hearing Postponed 

The hearing scheduled by Connecticut 
Insurance Department for November 21 
in connection with Security of New 
Haven’s stock exchange offer to New 
Amsterdam Casualty has been postponed 
until Monday, December 5. 





1 
FIRE-CASUALTY EXECUTIVE 


$25,000 

The company: Nationally known Life 
company establishing Fire-Casualty affili- 
ate. 

The position: Vice-president in charge 
of all administrative functions for the 
new company. 

Specifications: Minimum 10 years Mul- 
tiple Line experience slanted more toward 
Underwriting than Production. Prefer 
experience acquired with Multiple Line 
Direct Writer. 


330 S. WELLS, CHICAGO 6, ILL. 





LIFE HOME OFFICE 
LEGAL COUNSEL 
$22,500 


FOUR CURRENT OUTSTANDING EXECUTIVE OPPORTUNITIES 
2 


3 
HOME OFFICE CASUALTY 
CLAIMS V.P. 
$20,000 


4 
LIFE ADMINISTRATIVE V.P. 
$25,000 





The company: Established over 75 
years ago — well over a billion in force. 
The position: Complete charge of all 
legal matters — licensing; Working with 
Insurance Commissioners; Intricate claim 
settlements, etc. 

Specifications: Prime requisite: Minimum 
12 years Current Home Office experi- 
ence acting in administrative capacity. 





The company: Stock company operating in 
all states. Loss ratios of past years testify to 
their growth and high calibre management. 
The position: Complete charge of nation- 
wide claims offices plus immediate officership 
in company. 

Specifications: Minimum 12 years Current 
Home Office experience with company oper- 


ating in at least 35 states. Legal degree man- 
datory. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 





The company: Well known stock carrier; 
Assets in excess of $25,000,000. Very pro- 
gressive management and A-I reputation. 


The position: Organize and direct Life Com- 
pany running mate to Multiple Line Company. 


Specifications: Minimum 10 years Current 
Home Office Life administrative experience. 
By reason of multiple line operations of the 
company, have decided preference for indi- 
vidual who has acquired life background with 
a leading Multiple Line Direct Writer. 


For further information on these and other openings in Fire - Casualty - Life - A. & S. - all areas of the country - write 


HARRISON 7-9040 
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Remedy to Auto Underwriting Problem 
May be Industry Wide AR Pool: Yount 


An assigned risk pool whereby any 
automobile owner may obtain basic 
automobile coverage from any licensed 


insurance company of his choice may be 
the most feasible solution to the difficult 
problems now confronting the industry. 

This point was made last week by 
H. W. Yount, executive vice president 
of the Liberty Mutual, 
fore the Mutual Technical 
Conference at the Hotel Roosevelt, New 
York. The meeting was sponsored by 
the Federation of Mutual Fire Insurance 
Companies, the Mutual Insurance Ad- 
visory Association, the Mutual Insur- 
ance Rating Bureau and the Transpor- 


in an address be- 
Insurance 


tation Insurance Rating Bureau. 
Private Enterprise Challenged Again 


time has come when 
underwriting executives collectively 
should re-examine the whole question 
of undesirable risks,” said Mr. Yount in 
presenting the pool idea for considera- 
tion. “So far as automobile business is 
concerned, the insurance industry can- 
not afford to be placed in the position 
of depriving people of their livelihood 
through lack of insurance or usurp the 
functions of the state officials whose 
job it is to remove unsafe drivers from 
the road. When the underwriting ex- 
ecutive considers the disturbance to his 
field force of assigned risk plans and 
the internal problems created by the 
present method of handling business, he 
may conclude that the time is ripe for a 
change.” 

Mr. Yount introduced the pool idea 
with the comment that responsible un- 
derwriting executives must reciate 
that the insurance industry igceticensed 
business regulated in the ptibhte interest, 
with function of affording protection to 
those that need it. “From an economic 
standpoint this will have to be done ulti- 
mately through public or private enter- 
prise,” he said. “Therefore the under- 
writing executive recognizes the chal- 
lenge of the borderline business to the 
private enterprise system.” 

Mr. Yount described the pool con- 
cept as essentially an accounting office. 
It would function as follows: If the un- 
derwriter decides that the business is 
undesirable he would merely assign the 
risk on a monthly bordereaux basis to 
the pool. The company and its agents 
would continue to service the business 
and handle the claims but the losses 
would be pooled. In order to furnish a 
financial incentive to the company un- 
derwriter against throwing everything 
into the pool, there should be a financial 
penalty attached in the nature of an 
advance pool surcharge. This would 
cause the underwriter to weigh the 
relative merits of keeping the risk as 
against passing it along for pool pur- 
poses. Pool ¢eficits might be distributed 
in such a way as to create further in- 
centives to retain the business as direct 
insurance rather than assigning it to 
the pool. 


A Decision to be Faced 


He said that such a plan might ease 
the pressure on producers and under- 
writers and would insure that all such 
business was included for rate- ‘making 
purposes. It could also help to improve 
the public image of the insurance in- 
dustry. 

“Such a scheme could be worked out 
provided the industry is willing to recog- 
nize that the problem may be with us 
in perpetuity and that our public re- 
sponsibility in the long run will have 
to take precedence over our precon- 
ceived prejudices,” he stated. 

The Liberty Mutual executive said that 
events have now shaped themselves to 
a point in the casualty insurance indus- 
try “where the future of our business 


“Perhaps the 


appears to lead in the direction of in- 
creasing rather than decreasing rate 
competition, a decreasing authority of 
organized bureau rates as applied to a 
diminishing portion of the business, an 
increasing flexibility in rate application 
through rating plans of various sorts 
and hence an uncertain underwriting 
result. 


“The time for the wringing of hands, 
the deploring of events, the blind opti- 
mism that ‘they’ can’t do this, the con- 
fident expectation that ‘my loyal cus- 
tomers’ will not be affected by these 
competitive influences all are past. We 
are faced with the necessity for de- 
cision,” Mr. Yount concluded. 





Amer. Mutual Re. Advances 
Tressler, Hagerty and Tyas 


The American Mutual Reinsurance Co., 
announces election of three new officers. 
They are David L. Tressler, executive 
vice president; John J. Hagerty, secre- 
tary; and Henry W. Tyas, assistant sec- 
retary. *. 

Mr. Tressler was admitted to the Illi- 
nois bar in 1936 and in 1942, after private 
practice of law, became associate counsel 
of the Security Mutual Casualty. In 1952 
he joined the American Mutual Reinsur- 
ance as claims manager and counsel and 
was elected vice president in 1955. 

Mr. Hagerty entered insurance in 1938 
with John Hancock Mutual Life. He 
joined Security Mutual Casualty reinsur- 
ance department after World War II. He 
was later associated with the Reinsurance 
Agency, Inc. of Chicago and in January, 
1952, joined American Mutual Reinsur- 
ance as a casualty reinsurance under- 
writer and producer. He was elected as- 
sistant secretary in April, 1957. 

Mr. Tyas served with the U. S. Coast 
Guard during World War II and 
again from 1951 to 1953 during the 
Korean conflict. During the interim he 
was with the Providence Washington 
at the home office and in 1954 was 
transferred to the Chicago office. He 
joined American Mutual Reinsurance in 
June, 1955, as a fire insurance under- 
writer. 





PEERLESS ADVANCES CRONE 

Peerless Insurance Co. has appointed 
Thomas W. Crone as multiple line spe- 
cial agent in its Syracuse, N. Y. branch 
office where he will assist Resident Vice 
President Frank M. Hause in the de- 
velopment of the Syracuse area. 

Mr. Crone has been in the insurance 
business since 1935 and prior to joining 
the Peerless was employed as a super- 
visory casualty underwriter in the Syra- 
cuse area. 





‘ 





Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New. York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstr. 1, Zurich, Switzerland 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 


26 rue du Lombard, Bruxelles, Belgium 








O.L.&T. Rates Are Revised 
In Six States by MIRB 


The Mutual Insurance Rating Bureau 
has announced on behalf of its members 
and subscribers, a revision of rates for 
general liability insurance effective No- 
vember 2. 

Revised B.I. rates for the “area and 
frontage” classifications of the O.L.&T. 
liability manual and revised storekeep- 
er’s liability rates went into effect No- 
vember 2 in Arizona, Georgia, New 
Hampshire, Rhode Island, Vermont and 
West Virginia. 

Area and frontage classification rate 
revisions result in the following average 
statewide rate level changes: Arizona, 
+10%; Georgia, +15.1%; New Hamp- 
shire, +20%; Rhode Island, +20%; Ver- 
mont, +20%, and West Virginia, +15%. 

Storekeeper’s liability rates have been 
revised where necessary to retain the 
relationship between the premium for 
this coverage and the combined B.I. and 


P.D. rates for the corresponding 
O.L.&T. classification rates. 





Anderson and Cohen Give 


Surety Talk in Chicago 

Elmer C. Anderson, assistant secre- 
bar, Surety Association of America, and 

David Q. Cohen, fidelity-surety manager, 
Association of Casualty & Surety Com- 
panies, were on the program October 
24-25 in Chicago of the National Con- 
struction and Building Material Manu- 
facturers Credit Group of National Asso- 
ciation of Credit Management. 

They gave a joint presentation of var- 
ious phases of performance and payment 
bonds. In particular they pointed to the 
adverse trend this year in surety losses 
around the country. 





PRITCHARD AND BAIRD 
REINSURANCE 
and 


Consultants 


Intermediaries 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


best. 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WoOrth 4-198! 


Texas Insurance Board OKs 


W orkmen’s Comp. Rate Hike 


The Texas Board of Insurance has ap- 
proved staff recommendations for an 
average increase of 2.6% in workmen’s 
compensation insurance rates for the 
year beginning Dec. 1. 

The action was taken subject to fur- 
ther review of specific problems that 
may arise concerning rates of particular 
industrial classifications 
Penn Jackson. 

While average rates will be up, some 
lines of employment will enjoy rate de- 
creases running as much as 25%. Some 
industries will suffer increases up to 25%. 

The board turned down pleas of insur- 
ance companies in the Texas Workman’s 
Compensation assigned risk pool who 
urged that the board set rates for as- 
signed risks entirely separate from the 
rates set for the general public. 


said chairman 





Notley Heads New Baltimore 
Office for Aetna Casualty 


E. J. Notley has been appointed man- 
ager of a new Baltimore office of Aetna 
Casualty & Surety. The new office will 
be responsible for development of the 
company’s casualty, fire, marine and 
bonding insurance business in the Balti- 
more area and most of northern and 
eastern Maryland. 

Mr. Notley, a University of Florida 
graduate joined Aetna Casualty’s claim 
department 25 years ago at Syracuse, 
N. Y. After experience in various field 
offices, he was made zone claim superin- 
tendent at Cleveland in 1953 and was ap- 
pointed superintendent of the claim de- 
partment at Washington, D. C. three 
years ago. 





Murphy Sent to Atlanta 


Royal-Globe Insurance Group has ap- 
pointed Richard T. Murphy as superin- 
tendent of the bond department in its 
Atlanta office. Mr. Murphy holds degrees 
from Manhattan College and New York 
University, and served in the U. S. Army 
from 1950 to 1952. He has been in Royal- 
Globe’s bond department in New York 
since he joined the Group in 1956, 





ST. PAUL COS. ADVANCE TWO 

St. Paul Fire & Marine and the St. 
Paul Mercury have advanced Carl B. 
Drake, Jr. of the casualty department, 
and Earl D. Strickland of the personnel 
department, from assistant secretaries to 
secretaries of their respective depart- 
ments. : 

Mr. Drake, a graduate of Yale Uni- 
versity, joined the St. Paul in its home 
office auto department in 1941, Mr. 
Strickland, a graduate of Oklahoma A. 
& M., joined the company in 1947 as a 
fieldman in Phoenix, Ariz. 
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Casualty Ins. Is Most 

Regulated U. S. Business 
COMPLAINS HAROLD G. EVANS 
ACCO President Tells Philadelphia 


CPCUs Concept of Adequate Rating 
Laws Has Not Been Carried Out 











“ 


Terming the insurance industry “about 
the most regulated business in America,” 
Harold G. ‘Evans, president of American 
Casualty Group of Reading, Pa., told 
the Philadelphia Chapter of the Society 
of Chartered Property and Casualty Un- 
derwriters that “our industry recently 
has had more than its share of prob- 
lems.” 


Mr. Evans, who spoke at the recent 


conferment luncheon where 20 candi- 
dates received the CPCU designation, 
told the insurance group that “prior to 
the SEUA decision, the fire and casualty 
business was relatively free of rating 
laws, and it prospered under the com- 
petitive enterprise system. 

“We are now about the most regulated 
business in America and our activities 
appear to be the constant target of legis- 
lative investigating committees,” he de- 
clared. 

“Rating laws require that rates be 
adequate, reasonable, and not unfairly 
discriminatory. But this concept has not 
been carried out. 


Rates Must Meet Test of Adequacy 


“During the ten years since most 
rating laws have been enacted, auto- 
mobile bodily injury rates, for example, 
have not been adequate in any single 
year. If rates do not meet the test of 
adequacy, then everything else in ithe 
rating law becomes irrelevant. 

“Insurance Departments have been 
quick to approve rate decreases, but 
many departments have been hesitant or 
refused to approve badly needed rate 
increases which would permit the com- 
panies to earn the modest underwriting 
profit provided for in the rating formula. 
The history of rate increases under the 
all-industry laws has been ‘too little and 
too long delayed.’ 

“The hearings held, during the past 
two years, by the Senate Judiciary Sub- 
Committee on Anti-Trust and Monopoly 


under the Chairmanship of Senator 
O’Mahoney proposed, among other 
things, to appraise the stewardship of 


state regulation of the insurance busi- 
ness in conformity with public law 15. 

“While the majority report of the 
O’Mahoney committee has been some- 
what critical, I would think that from 
the public’s point of view, state supervi- 
sion has been overwhelmingly successful. 

“There was no finding of unreasonable 
rates or unfair discrimination, nor evi- 
dence from the public that insufficient 
competition existed. 


Public, Not Companies Being Served 


“While the all-industry laws and their 
administration have served the public 
well, they have not served the interests 
of the fire and casualty insurance com- 
panies, their stockholders, nor independ- 
ent agents and brokers. 

“At the beginning of the last decade, 
about the time most of the All- Industry 
Laws were taking effect, Best’s Fire and 
Casualty Insurance Stock Index and the 
Standard and Poor’s Index of 500 other 
type stocks were at substantially the 
same level. At the end of the decade the 
Standard and Poor Index increased 50% 
more than the index of insurance stocks, 
notwithstanding the fact that about 30% 
of the assets of the insurance com- 
panies were invested in stocks repre- 
sented in the Standard and Poor Index. 

“The O’Mahoney report could well 
mean the. end of an era and the begin- 
ning of a new period with rate regula- 
tion being more slanted toward anti- 
trust standards. 

“The supervision of the insurance busi- 
ness will undoubtedly continue at the 
State level, although threat of more Fed- 
eral regulation will increase,” Mr. Evans 
predicted. 


America Fore Sending Crime 
Insurance Charts to Agents 


A crime insurance chart, showing the 
coverages obtainable under standard 
forms of crime insurance policies, is be- 
ing distributed to agents of America 
Fore Loyalty Group. The chart lists 
the coverage under 8 different policies: 

Blanket crime policy, comprehensive 
3D policy, broad form money & securities 
policy, broad form storekeepers policy, 
storekeepers burglary & robbery policy, 
mercantile robbery & safe burglary cov- 
erage form, mercantile open stock burg- 
lary policy, and office contents special 
form. 

The chart is letter-size 
folded to pocket-size, 
glass desk top. 

Agents desiring copies may obtain them 
by writing to the Burglary Department, 
America S Loyalty Group, 80 Maiden 
Lane, N. Y. 38, N. Y., or 160 Pine Street, 
San Francisco 11, Calif., or 10 Pryor 
Street S. W., Atlanta 3, Ga. or 1810 
Commerce Street, Dallas 1, Texas, or 
ie ee Jackson Boulevard, Chicago 


and can be 
or used under a 


JACOBS NAMED FIELD REP. 

George H. Jacobs has joined Standard 
Accident’s Cincinnati branch office. as 
field representative in charge of the 
Louisville, Ky. office. In Louisville, Mr. 
Jacobs was formerly associated with 
Aetna Casualty & Surety and most re- 
cently with the Conley Insurance Agency. 
He has served in the U. S. Army and is 
a graduate of Xavier University. 





Pyle Unable to Attend 


St. Louis, Missouri—Howard Pyle, pres- 
ident, National Safety Council, has had 
to cancel his appearance at NAII’s an- 
nual meeting here and in his absence his 
address: “Accident Prevention Works” 
was read by Paul Jones, public relations 
officer of the council. 





CONT’L CASUALTY DIVIDEND 

The board of directors of Continental 
Casualty has declared the regular quar- 
terly dividend of 25 cents per share and 
an extra dividend of 50 cents per share. 
Both the regular and the extra dividends 
will be paid December 1, 1960, to share- 
holders of record at the close of business 


November 16, 1960. 


Slight Overall Reduction 
Seen in Arkansas Car Rates 


A new low-cost. automobile insurance 
policy and a “safe 
which will reduce insurance costs for 
many Arkansas car owners were an- 
nounced by the National Bureau of 
Casualty Underwriters and the National 
Automobile Underwriters Association, ef- 
fective November 1. 

The rating organizations basic 
premiums are being revised for various 
automobile insurance coverages at the 
same time. While the overall effect will 
be a slight reduction in basic premiums, 
there are some increases. 

For automobile liability 
revisions result in an average state-wide 
reduction of approximately one-half of 
1% for private passenger cars, the NBCU 
said. The rating bureau also announced 
average statewide increases of 7% for 
commercial cars and 15.7% for garage 
risks buying the broad protection. The 
NAUA said that the automobile physical 
damage insurance rate changes result 
in a slight overall reduction statewide. 
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... With this helpful booklet! 


Prudential’s wonderfully simple booklet—“‘Your Partner 
Can Be Your Downfall’—is a proven success in 

helping brokers sell more business insurance and increase 
their profits. By helping you to explain partnership 
insurance more effectively, it will help you to sell more, too. 

It explains simply, point by point, just what partnership 
insurance is and why your client needs it. Its 18 illustrated 
pages are easy to read, easy to understand. Increase 

your profits; use this free Prudential sales aid to sell more 
big-case partnership insurance. Just send in the coupon today! 
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SICKNESS AND ACCIDENT PROTECTION 
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Partner Can Be Your Downfall.” 
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and how they can make Life 
Insurance sales easier for me. 
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Praise for Moser 
(Continued from Page 30) 


30 years of service. He will not be 
completely “out of harness” however, as 
he will continue his law partnership in 
the Chicago firm of Sonnenchein, Laut- 
mann, Levinson, Rieser, Carlin & Nath. 
He and Mrs. Moser will spend the winter 
months at Cuernabacia, Mexico. 


Expressive of his high regard for Mr. 
Moser, Mr. Rust said: “Henry and I 
have been friends for 35 years. I haven’t 
always agreed with him. The NAII is 
indebted to him for his crusade in our 
early years for the right to be inde- 
pendent.” 


Snodgrass Tribute to Carton 


P. N. Snodgrass, president, General 
Casualty of Madison, Wis., made NAII’s 
presentation of a plaque to Mr. Carton, 
putting on record that he deserved major 
credit for “his foresight and statesman- 
ship” in getting industry agreement on 
the Uninsured Motorists program. In 
his response ‘Mr. ‘Carton said: “This was 
a team effort. I could not have accom- 
plished the job without the support of 
my three predecessors—NAII Presidents 
Moser, Rust and Snodgrass. (Ed. Note: 
Mr. Carton was the fourth president of 
the association.) 

Charles W. Leftwich, vice president, 
Nationwide Mutual, was also recognized 
at NAII’s banquet. After a busy year as 
president of the organization he was 
about to turn over that high office to his 
successor, Fenton A. S, Gentry, presi- 
dent, Southern Fire & Casualty. William 
C. Searl, president, Auto Owners Insur- 
ance Co. of Lansing, Mich., took pride 
in presenting him with NAII’s distin- 
guished service award in appreciation of his 
fine work this year as association presi- 
dent. Mr. Leftwich said in response that 

“this year has been a high spot of my 
34 years in the business and it has been 
an enriching experience. . 


Auto Accident Compensation Is Topic 
Of Ehrenzweig- Kuvin-Selinger Panel 


Two university law professors and one 
casualty insurance executive came face 
to face with an old nemesis—auto acci- 
compensation during the annual 
meeting of the National Association of 
Independent Insurer’s last week in St. 
Louis. 

The result: The presentation of a new 
plan to remedy present problems; an 
opinion that the compensation type of 
automobile insurance is not for any of 
the United States, especially in its com- 
pulsory aspects, and a plea for the in- 
surance industry and the legal profession 
to work separately and together to make 
the present me thod of disposing of auto- 
mobile bodily injury claims palatable 
to the public. 


Albert A. Ehrenzweig 


Albert A. Ehrenzweig, professor of 
law, University of California at Berkeley, 
called for a new start in providing a 
prompt remedy and fair compensation 
for the accident victim who is now har- 
rassed by the delay, uncertainty and in- 
adequacy of his recovery. 

The first step in Professor Ehrenz- 
weig’s new start is a full-aid insurance 
plan which differs from previous schemes 
notably by requiring operation by the 
industry rather than by the govern- 
ment and by attempting to avoid coercion 
as far as possible. As the professor ex- 
plains: 

“The plan, although complex in detail, 


dent 


can be reduced to three basic steps. 
First, it proposes ‘full aid’ insurance 
under which the insurance company 


would pay, under a fixed schedule [keyed 
to minimum needs of low income 
groups], damages for the injuries of all 
victims of the insured auto. This is of 
course a large extension of the current 
first-aid clauses, and the play on words 
is intended—we are to go from ‘first aid’ 
to ‘full aid.’ The introduction of full-aid 
insurance is to be accompanied by legis- 
lation relieving properly insured drivers 
from all tort liability. 

“The second major step creates an 
‘uncompensated injury’ fund for aiding 
any auto accident victim who is not the 
beneficiary of a full-aid policy. The 
fund is to be financed partly out of taxes 
[to take account of the benefit accruing 
to the non-motoring public] and partly 
out of payments collected from ‘crim- 
inally negligent’ drivers. The third step 
calls for a variety of ‘recoveries over’ 
from criminally negligent drivers.” 

Professor Ehrenzweig said, on an ex- 
perimental basis this plan could in part 
be put into effect immediately by the 
industry without legislative interference. 
A new policy would authorize the in- 
sured’s victim either to avail himself of 
the new accident insurance “full-aid” 


clause while waiving his tort claims, or 
to insist on this claim. 

“To be sure a certain adverse selection 
would be inevitable,” he allowed, “but 
valuable experience could be gained for 
later legislation which would abolish 
the tort claim by operation of law in any 
case in which the victim is protected by 
the new clause. Such a scheme might 
suffice since there is reason to assume 
that, if reasonable protection is offered 
at a reasonable premium, the new policy 
would become the one commonly bought. 
Only in case of failure would we have to 
consider compulsory purchase of full aid 
protection—but even then we would 
have saved private insurance and avoided 
a compensation scheme administered by 
the state.” 

The one objection against the proposed 
scheme, Professor Ehrenzweig pointed 
out, is the ever-repeated argument that 
greater protection would cause greater 
expense. Stating that it could not be 
answered “at this stage,” he further 
brought out that limited compensation 
for non-fault accidents would increase 
the cost of insurance, “and more im- 
portant, one may argue that even if it 
did, this would be justified by imperative 
need.” 

Professor Ehrenzweig called for more 
facts before embarking on a new course 
and declared estimates now announced 
by the opponents of reform are “totally 
unwarranted.” He concluded: 

“We do not know how many accident 
claims are never raised and, how many 
are settled improperly because of our 
prevailing system. We do not know how 
much could be saved by eliminating liti- 
gation, multiple insurance and unlimited 
tort claims, 

“We do not know how much, even on 
the basis of available data, the new 
scheme would cost. So far attempts of 
independent bodies, 


I including my uni- 
versity, to undertake studies of these 
open questions have failed; have failed, 


I hate to say, largely because of the per- 
sistent refusal of the industry to par- 
ticipate. 

“Arguments and  counterarguments 
continue to be based on the Columbia 
Study of more than a quarter of a cen- 
tury ago. I repeat we must begin anew. 
With your help, with your help only, can 
such a new beginning be made. You and 
you only can prove to the nation and 
the world that once again free enterprise 
can find new answers to great social 
questions.” 


Herbert A. Kuvin 


Herbert A. Kuvin, professor 
of law and director of insurance law 
training program at University of Miami, 
Coral Gables, Fla. believes that when 
auto accident compensation becomes a 
broad social security or general health 
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Auto Cancellation Panel 


Our news coverage on NAII’s forum 
discussion in St. Louis on the “Auto 
Cancellation Problem” is held over until 
next week so that full justice can be 
done to the timely views of participants— 
Norman Reuther, Emmco Insurance Co.; 
Fenton A. S. Gentry, Southern Fire & 
Casualty; Dr. Robert Rennie, Nation- 
wide. P. N. Snodgrass, General Cas- 
ualty, ably performed as moderator. 


law to afford protection against the non- 
occupational hazards of life and the gen- 
eral results of age and diseases, “we are 
weakening the entire fibre and vitality 
of our society.” 

He goes on to state that if this hap- 
pens “we are creating a society that is 
becoming dependent upon others rather 
than on the ingenuity and efforts of 
self.” 

Professor Kuvin, in stating that the 
workmen’s compensation system has not 
produced the hoped for, planned or rep- 
resented remedies, asked: 

“Is the ‘auto victim’ situation an- 
algous to the employer-employe situa- 
tion? The answer can be nothing but 
‘NO, unless one disregards all legal 
principles and grounds one’s answers or 
reasons upon purely socialistic prem- 
ises. 

“There is no contractual relationship 
there between the auto operator and the 
‘traffic victim,’ either actual or implied. 
The only relationship is that of tort 
Namely one owes his neighbors and 
others the duty to use reasonable care 
during his activities so as not to do harm 
to them. 

“There is correlative duty by such 
‘others’: They must use reasonable care 
for their own welfare. What is wrong 
with this basic requirement of persons? 
Are we guarantors of the welfare of 
others? Obviously no fault could be 
found with the philosophy that everyone 
is required to look after his own welfare 
and safety and to comport himself as not 
to cause negligent injury or damage to 
others. 


When Change Is Wrong 


“The fault is found in the implementa- 
tion of this principle. It is claimed that 
because our system of jurisprudence is 
behind in the load disposition of its 
cases, let’s throw out the whole basic 
philosophy and put in something new. 
Change is progress, change is beneficial, 
change is advantageous, if change pro- 
duces a remedy of the evils of the for- 
mer status; but if change merely is 
change for its own sake, or if change is 
the adoption of a system which, after 
50 odd years of trial, has proved that 
such system is no better, but in fact is 
worse than what is now used, then 
change is wrong and unnecessary.” 

Turning his attention to the “Sas- 
katchewan Plan” adopted by that Can- 
adian province in 1946, Professor Kuvin 
reported that as of April 30, 1960 the 
Saskatchewan government’s compulsory 
automobile insurance incurred a deficit 
of $245,476 in that license year. 

He added that the actual increase as 
a result of this change was $1,283,015. 
Accident compensation benefits under 
part 2 of the province’s act totaled $1,- 
108,285 (over one million dollars for the 
first time.) 

“Here is a system,” said Prof. Kuyin, 
“held out as an example of the working 
of a system of auto compensation, which 
has personal injury claims of. slightly 
over $1,000,000. Compare this with the 
total claims loss paid out by all the in- 
surance companies in the United States 
and we realize that a grain of sand is 
held up as an example to the mountain. 
Even assuming the analogy is appro- 
priate as an example of its use, we have 
one province as against 50 states.” 

By reason of the fact that the laws 
of the jurisdiction apply only to the 
residents of that jurisdiction, even Sas- 
katchewan was compelled to enact finan- 
cial responsibility laws and other types 
of semi-compulsory responsibility laws 
in order to take care of the requirements 
of its residents’ operation, .of.. theit 


(Continued on Page 37) 
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Over 150 A. & H. Plans 
Now in Most States 


TEXAS OFFERS MOST WITH 379 





Health Insurance Institute Finds Only 
Alaska Has Less Than 100 Insuring 
Organizations to Choose From 





The residents of every state in the 
Union except one can choose from 
among more than 100 insuring organiza- 
tions in selecting health insurance pro- 
tection, the Health Insurance Institute 
has reported. 

Only Alaskans, who have a choice of 
health insurance policies offered by 73 
insurance companies and one Blue Cross 
plan, have less than 100 insuring organ- 
izations from which to pick. 

Texas ranks first in terms of the num- 
ber of health insuring organizations 
licensed to operate within the state, said 
the Institute. Texans can take their 
choice of coverage offered by 379 insur- 
ance companies, two Blue Cross-Blue 
Shield and Medical Society plans, and 
14 other insuring plans, 

There are some 1,200 insuring organ- 
izations actively in the health insurance 
field in the U. S., including 737 insurance 
companies, 78 Blue Cross Plans, 68 Blue 
Shield Plans and over 300 other plans. 
Some of the organizations are licensed in 
only a few states, but many of the com- 
panies are licensed in all states. 

Illinois. with 312, is the only state 
aside from Texas which has licensed 
more than 300 insuring organizations. 
The nine states with between 250 and 
209 health insuring organizations are 
Florida 294, Indiana 290. Colorado 274, 
Pennsylvania 273, Ohio 268, New York 
267, Georgia 264, Missouri 263, and Cali- 
fornia 259. 

In the 200-249 bracket are these 17 
states: Tennessee 243, Minnesota 240, 
Michigan and Virginia 239, Washington 
237, Kentucky 224, Maryland 221, Ala- 
bama 220, Nebraska 217, Arkansas 214, 
South Carolina 213, Oregon 212, Kansas 
and Oklahoma 209, Iowa 208, North 
Carolina 205, and Mississippi 204. 

The 12 states in the 150-199 grouping 
are New Mexico 196, Louisiana and Wis- 
consin 185, Utah 184, West Virginia 183, 
New Jersey 178, Idaho 173, Arizona 168, 
South Dakota 166, Delaware 160, Con- 
necticut 155, and North Dakota 151. 

In the 100-149 bracket the nine states 
are Wyoming 147, Montana and Nevada 
145, Massachusetts 140, Maine 137, Rhode 
Island 134, Vermont 127, New Hampshire 
125, and Hawaii 104, said the Institute. 





Stone Plans Australian 
Trip in ’61; His Itinerary 


W. Clement Stone. president, Com- 
bined of America companies, Chicago, 
plans to make a round-the-world trip 
in early 1961, accompanied by Mrs. Stone, 
with Australia as the first stop. He 
will visit the Combined’s main office in 
Sydney as well as agencies in Mel- 
bourne and Victoria province. His, ob- 
jective: Stimulation of production of 
A. & S. insurance during 1961. 

At the same time Mr. Stone will also 
make talks before business groups in 
Australia and other countries in his 
route on behalf of the new book, “Suc- 
cess Through a Positive Mental Atti- 
tude” of which he is co-author with 
Napoleon Hill, Chicago. He and Mr. 
Hill have set their sights for the: sale 
of 1,000,000 copies of this inspirational 
book. He will also make addresses be- 
fore Sales Executives Clubs. 

Other countries to be visited include 
Japan, Thailand; Iran in the Far East 
as well as most of the European Conti- 
nent countries. 


SEES LONGER HOSPITAL STAY 





Continental Casualty Medical Director 
Dr. C. G. Martin Cites Wonder Drugs, 
Believes Disability Decreasing 
Dr. Clement G. Martin, Continental 
Casualty medical director, has predicted 
that the average length of hospital stay 

will increase rapidly. 

Speaking at the recent Health Insur- 
ance Association of America’s individual 
insurance forum in Chicago, Dr. Martin 
said: “We have seen the bottom of ad- 
missions caused by infections responsive 
to the ‘wonder’ anti-microbial drugs.” 

In a talk entitled “Medical Develop- 
ments Affecting Morbidity,” he said that 
the average length of hospital stay de- 
clined from 9.1 days in 1948 to 7.6 days 


in 1958. Looking to the future, Dr. 
Martin declared: 
“New discoveries of medical science 


will give hospital care and curative hope 
to diseases which are now undiagnosed, 
unnamed and untreatable. These facts 
alone will cause the length of hospital 
stay to increase in the next 12 years as 
rapidly as they have decreased in the 
past 12,” 

He said an entirely new method of 
cancer treatment—chemotherapy—is be- 
coming available, and reported that “over 
a quarter of a million chemicals have 
been and are being checked for their use 
against cancer.’ 

Dr. Martin believes disability will de- 
crease both in terms of time and degree. 
“I feel,” he stated, “that disability will 
decrease as much in the next 50 years as 
mortality decreased in the past 60 years. 

“The composition of our population 
will be higher in those in the earning 
years and less in the younger age groups 
than previous predictions told us. This 
will not make our job more or less dif- 
ficult but it will require that we keep 
continually current and alert to popula- 
tion changes, need changes, and medical 
care changes,” he concluded. 





OVER 500 AGENTS ATTEND 





American Casualty’s A. & H. Seminars 
Feature Income Protection Cover- 
ages; New Audio-Visual Program 

Over 500 agents of American Casualty 
have attended the second annual series 
of sales and underwriting seminars 
launched by the company’s accident and 
health department two weeks ago. 

The seminars have been highlighted by 
the presentation of ACCO’s income pro- 
tection coverages and the inauguration 
of an audio-visual sales program. 

The series was launched with seminars 
in the Reading and Harrisburg areas, 
and were followed up in the succeeding 
week by additional seminars in Allen- 
town, Philadelphia, Manchester, Milwau- 
kee, Boston, Peoria, Chicago, New York 
City, Indianapolis, East Orange and 
Charleston. 

Albert H. Kessler, A. & H. vice pres- 
ident, greeted agents at the initial ses- 
sions and expressed appreciation for 
their production accomplishments and 
interest in keeping abreast of the latest 
underwriting and sales techniques. 

The audio-visual sales program drew 
widespread attention from the agents 
attending the seminars. 
for the agents were the compact sound- 
projector which they can set up easily 
and show i in words and pictures the eco- 
nomic and emotional needs for income 


protection. ’ ? 
Similar sound-projectors are being 
made available to A. & H. fieldmen, 


The seminars, covering ACCO’s com- 
plete A. & H. portfolio, are under the 
direction of Robert P. Mooney, assistant 
secretary and sales manager; George 
Dracha, division sales manager; Lincoln 
Maguire, division sales manager; 
Thomas Nally, assistant to the sales mgr. 


+ 


Demonstrated * 


and. 


A. M. Parker Heads A. & H. 
Dept. of National of Hartford 


The National of Hartford Companies 
have announced formation of an acci- 
dent and health department under the 
supervision of A. M. Parker, who has 
been named assistant vice president in 
charge of the companies’ over-all A. & 
H. operations. President E. H. Clarkson 
stated that the National will soon be in 
a position to offer its agents throughout 
the United States a well-rounded A. & 
H. program particularly adaptable to pro- 
ducers of general lines insurance. 

Mr. Parker, a graduate of Queens 
University, Kingston, Ont., Canada, saw 
World War II service with the R.C.A.F. 
before affiliating with Continental Cas- 
ualty through its office at Toronto. After 
leaving Canada in 1951 he gained broad 
A. & H. experience here in the States 
successively as Continental’s A. & H. 
manager at Detroit, then at Cleveland, 
and more recently as assistant vice pres- 
ident at its Chicago home office. 

Mr. Parker will shortly announce ap- 
pointment of additional staff members 
who will work closely with National's 
fire, marine and multiple peril fieldmen 
in introducing the new A. & H. program 
to National’s producers countrywide. 








A, M. PARKER 





COMBINED AHEAD 19.6% , 
For thefirst nine months of 1980 the 
Combined of America and its subsidiaries 


show an increase of $31,501,628. 
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On the door of a building or on the hasp 
of a little metal box, the lock performs 
only one function—PROTECTION! 

Another form of PROTECTION is pro- 
vided by a Disability Income Policy. Here 
is protection against loss of income during 
a period of disability due to accident or 
sickness. It is the keystone of every well- 
balanced insurance program ... for when 
income is lost the acquisitions of years soon must follow. 

Each prospect for Disability Income Insurance presents a different 
challenge. Some may require Guaranteed Renewable contracts; 
others may be over the general acceptance age. Still others may 
have been labeled “uninsurable”. No matter what the picture, 
you can be sure that at least one policy in the vast Disability 
Income portfolio (individual and group) from American Casualty 
will fill the bill. Convince yourself—send for complete details 


ection’ 


a, 








AMERICAN CASUALTY 


(Su 1 at-Calodalt- tale Mt—1-1a\Alot-M @h a dlol-t-i Of ol- tt ak doll @fof- 1-5: 


Home Office—Reading, Pennsylvania « Since 1902 
CASUALTY ¢ SURETY « PROPERTY e HEALTH 





Name 
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Health Insurance Is at 
Educational Maturity 


STATES DR. DAVIS W. GREGG 





American College of Life Underwriters 
President Says CLUs to Make Ad- 
vanced A. & H. Training Available 





field and 
better 


“A constant upgrading of 
home office personnel and ever 
health insurance service to the public” 
will be assured by professional education 
in health insurance, Dr. Davis W. 


Gregg, 


Fabian Bachrach 
GREGG 


DR. DAVIS W. 


president of the American College of 
Life Underwriters, has predicted. 
Dr. Gregg said in a talk before-the re- 


cent HIAA Individual 


cago that the 


Forum in Chi- 
American College’s en- 
larged program embracing health insur- 
ance personnel will help health insur- 
ance attain the same results achieved by 
professional education in life insurance. 
He said repeated surveys by the Ameri- 
can College and by many companies have 
uncovered the following facts: 
Nineteen out of 20 persons who com- 
plete the CLU program make a lifetime 
career of life insurance. CLU field un- 
derwriters produce a much higher vol- 
ume of better quality business than com- 
parable non-CLUs, with the most recent 


survey indicating they peetece about 
50% more and likewise earn about 0% 
more. ( L U s constitute “an outstanding 
reservoir” of management talent for 


companies, indicated by the fact that 
there are 37 life company presidents 


who are CLUs. CLUs render the best 
possible life insurance service to the 
public. 


Foresees Expansion 


“health insurance has now 
arrived at the time of its educational 
maturity,” Dr. Gregg predicted that there 
now exists many training courses for 
health insurance personnel offered by 
companies, institutional groups, and pro- 
prietary concerns, which will expand as 
the industry grows 

“The American College program will 
not be competitive with them but, rather, 
will be, as in life insurance, the ad- 
vanced collegiate level program of pro- 
fessionally oriented education,” he de- 
clared. 

The college will make available pro- 
grams, he said, on three levels—the basic 
CLU program, the diploma course in 
health insurance, and a program of con- 
tinuing education. 

A specialized advanced diploma course 
in health insurance, both individual and 
Group, is now being designed, Dr. Gregg 
added, by the college staff “with the ex- 
cellent cooperation of HIAA staff mem- 
bers.” It is anticipated that the course 
will be introduced in the fall of 1961. 

Dr. Gregg said persons who complete 


Stating that 





the five Chartered Life Underwriter ex- 
aminations and meet the other educa- 
tional, experience, and ethical require- 
ments will be eligible to receive the CLU 
diploma and designation. 

He urged health insurance executives 
to “immediately select a small group 
of able young men in your home office 
and field organization to start the CLU 
program this year.” 

Dr. Gregg brought out that once they 
were convinced that the college offered 
something of value to their company, 
they should “establish a well organized 
program for CLU development.” 


Quarterly Dividend Issued 

Combined of America board of direc- 
tors has declared the regular fourth 
quarter dividend of 10% of the par value, 
amounting to 10 cents per share payable 
December 12, 1960 to holders of record 
at the close of business, November 18, 


1960. This is the 36th consecutive quar- 
terly cash dividend. For the first nine 
months of 1960, the company and its 
three wholly owned subsidiaries, wrote 
an increase in premium volume of 19.69% 
over the comparable period in 1959, 
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your clients. 


duction. 





INSURANCE BROKERS and AGENTS 


We continue to emphasize the advantages 
of Non-Cancellable Accident & Health insur- 
ance, providing a ready market for you and 


Offer ‘Non-Can,' the "Tiffany of 
the Income Insurance Market," 


regularly to your business and professional 
clientele and enjoy the resulting continuous 
commissions available to you for regular pro- 


We urgently direct your attention to our 
complete A. & H. market which provides the 
widest selection of Non-Cancellable Acci- 
dent & Health coverage and a diversified 
portfolio of Commercial (yearly renewable 
and level premium) A. & H. including lifetime 
benefits, as well as individual and group hos- 
pitalization and major medical forms. 


1892 


Established 1892 
General Agents and Underwriters 


“A Friendly Office" 


75 MAIDEN LANE, NEW YORK 38 
HAnover 2-4044 


Member of New York City Insurance Agents Association Inc. 











Occidental Has New 
Group Major Med. Plan 

CALLED INCOME-BALANCED M.M. 

or os is Grading of Cash Deductibles 


insurance According to In- 
come Classes of Employes 








Representing a different approach to 
Group major medical insurance, Occi- 
dental Life of California is merchandis- 
ing a product called Income-Balanced 
Major Medical as a solution to the ris- 
ing costs of Group major medical care. 
The plan features the grading of cash 
deductibles and coinsurance according to 
income classes of employes. 


The grading process produces a sav- 
ings in premium dollars over the more 
conventional major medical plan with 
its flat $50 deductible and 80% reim- 
bursement to all employes regardless of 
salary class. 

Income-Balanced Major Medical takes 
into account that employes with higher 
incomes can afford to pay a higher de- 
ductible amount plus a higher percentage 
of the total medical costs after de- 
ductible (coinsurance). 

While the deductible and coinsurance 
increase correspondingly with income 
class, a higher surgical allowance is pro- 
vided for higher income employes. 


Flexibility the Keynote 


With flexibility the keynote, the plan 
enables an employer to group his em- 
ployes by their salary class, then to se- 
lect a deductible, a coinsurance percent- 
age, and a surgical schedule for each 
group. He also chooses the maximum 
amount payable for all employes. 

Occidental pays all covered expenses 
above the deductible amount and coin- 
surance percentage up to a selected total 
maximum amount which can be as high 
as $10,000. For surgery, the company 
pays 100% of the amount allowable on a 
schedule for the particular surgical pro- 
cedure—above the deductible amount up 
to the $10,000 maximum. 

To limit administrative complication 
and costs, changes in income classes are 
made only once a year at the beginning 
of the calendar year. 

Policies covering less than 200 em- 
ployes are pooled for experience rating, 
such pooling tending to stabilize pre- 
mium costs. 

The deductible of the income-balanced 
plan must be satisfied only once during 
a calendar year, and credit toward the 
deductible during the last three months 
of the year is applied to the following 
year’s deductible. 

The plan offers a choice of family de- 
ductible or common accident deductible. 
In addition, there is a revolving total 
maximum amount: The total amount of 
benefits paid during the first year of the 
policy are reinstated automatically i in the 
sixth, total benefits paid in the second 
vear are reinstated in the seventh, and 
the procedure repeated each succeeding 
yea.. 





D. S. COOK IS GUEST SPEAKER 

The Southern Connecticut Association 
of Accident & Health Underwriters held 
its first meeting recently at Les Shaw’s 
restaurant in New Haven, Chairman 
Fred L. Brinkmeyer, Home Indemnity, 
announced. 

Donald S. Cook, vice president, Spring- 
field-Monarch Cos., was guest speaker. 
Mr. Cook’s topic was “How Important 
is Health and Accident Insurance. 
Among other matters discussed was the 
new over-age hospitalization bill passed 
last August. 





CONT’L ASSURANCE DIVIDEND 


The board of directors of Continental 
Assurance has declared the regular 
quarterly dividend of 25 cents per share 
and an extra dividend of 20 cents per 
share. Both the regular and the extra 
dividends will be‘ paid December 15, 

, to shareholders of record at the 
close of business December 1, 1960. 
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resolve the problem or deter those who : 
NAII Panel Spotlsor an automobile accident commis, . weeumer Reimperence Chr. Workshop on Cost Control 
‘lan (Continued from Page 34) sion for the purpose of settling bodily Edgar Werner, vice president — of The ninth workshop on,eost reduction 
e injury apes te he pointed out. “These Pritchard & Baird, Inc, New York, is "4 are Pigg by ne i 
ehi : se jurisdictions which re- steps, in addition to others which might : pees Seek ( tion of Casualty urety Cos., will be 
MM rage aptly jurisdictions be made by state bar associations, — doing an outstanding job in conducting jejq November 29-30, at the Hotel New 
d ious judicial bodies as well as state legis- the reinsurance course at the Insurance Yorker. 
_ ‘Whee to _ Do-Gooders — ; lators, should tend to reduce the com-  Society’s School of Insurance. It runs J. Dewey Dorsett, association general 
Professor Kuvin observed: “Here is plaints against the present method of for 30 weeks and has an attendance of manager, said the workshop meetings 
an island using this system which must settling bodily injury claims due to auto- 35 students will be on an “exchange-of-ideas” basis 
i al in addition comply with the requirements ™obile accidents. with active participation on the part of 
: of the sea around it.” The insurance industry, separately and : } those attending. Discussions on the first 
Occi- Speculating on the future of auto com- in conjunction with the legal profession, the public; otherwise, the sponsors of day will deal with “work measurement 
andis- pensation insurance in Europe, the pro- will have to take positive action to make new and untried schemes for resolving and quality control” and at two sessions 
: the present method of disposing of auto- the problem will enlist greater sympathy on the second day competitive automobile 
anced fessor declared: “Why shouldn’t we say bile bodily inj : ‘ “yare : soitag ol cee 
a hal to those social do-gooders, ‘let’s wait and ™0bile bodily injury claims palatable to and support from the public. insurance plans will be discussed. 
and see what develops in Europe before we 
<sfa copy a system that is obviously not 
cash founded on the same or like factual cir- 
ing to cumstances, and is only now just be- 
ginning to approach the situation exist- 
. eav- ent in America.” He continued: 
more “Thus it is readily indicated that the 
with existence of the compensation system 
reim- in Europe for so long a time is no cri- 
ess of terion of its applicability, reliability, or 
effectiveness in our circumstances. 
takes “The usual arguments for adoption of COMBINED 
1igher this system are without any basis in the : 
ar de- economy and philosophy of this country 
ntage and its various states. It does not afford INSURANCE COMPANY 
r de- the protection claimed for it. The pres- mn 
ently existing devices of voluntary and ee 
irance free enterprise insurance already pro- OF AMERICA 
ncome vide more than enough protection. In 
S pro- fact, there is duplication of coverage 
S. and protection. Thus overlapping is at- 
tempted to be avoided by the so-called 
‘other insurance’ provisions in the exist- 
> plan ing insurance contracts.” 
Ss em- Professor Kuvin brought out that since 
to se- only 2% of automobile accident cases 
reent- ever reach the final stage of litigation, 
each namely judgment in any court, it is an 
cimum “inescapable conclusion that auto acci- 
dent compensation is and will not be 
penses worthy of consideration. 
coin- “Why was there so much attention to 
1 total the ‘auto victim’ when there were more , 
s high than 9,200,000 persons who sustained non- 
mpany fatal injuries of one day duration in all 
eona classes of accidents, and that 50,100,000 
1 pro- sustained injuries of more than one day 
int up duration and required medical _treat- 
ment?” asked Professor Kuvin. 
ication “Highway accidents account for only 
es are 38% of all accidental deaths and only 
inning 45% of this group died without leaving 
any dependents, so that claimants (not 
) em- considering the question of ‘fault’) were 
rating, only approximately 21% of such claim- 
: pre- ants’ dependents.” 
Professor Kuvin ended his review of 
lanced auto compensation plans with one final 
during assertion: “The Saskatchewan system is 
rd the not working effectively and the private 
nonths type coverage has not had enough expe- 
lowing rience to determine its effectiveness.” 
ly de- Leo Selinger 
“oe Leo Selinger, general manager, Civil 
a Service Employees Insurance Co., said it : ; 
unt of was apparent from the volume of articles Service, Strength, and Security are three of of a handshake. 
n the ee ee oe pees D yom a the foundation blocks on which the Combined pF Ee a I itten inte 
o present compensation system that “the Group of Companies have been built. Cc 4 d’s hi eo wcthyeern seen torn: 
h, ane Entite subject will become 8 greater prob- ombined’s history this year. Men who have 
saa lem ae future unless steps are taken Another important block in this structure is _ sold accident and health with ordinary results 
Pee if not eliminate, current Integrity. All the desirable things this word will move up to extraordinary success with 
<ER om. Selinger stromal advocated the implies are in every facet of our business Combined. 
an embarkation of various bar associations . ; 
tion —with agents, our policyholders, with ' 
held upon studies to eliminate this criticism 8 : P y ; Now would be a good time for you to look into 
* eee of current methods “either by their own everyone. the edieaat 2 fail df; 
neta committees or jointly with those repre- ages you can enjoy today and far 
canied senting the various state judiciary bodies General Agents who represent us have’ into the future, representing one of 
: “ as well as with committees of the various : : f . ; 3 
call state legislators.” Combined Agency Contracts. Yet, quite afew the growing, prospering companies in the 
vail He believes that the insurance industry began their Combined careers on the strength | Combined Group. 
yortant does not have to wait for action by out- 
seit side sources to help improve the situa- 
ix tion and feels insurance companies writ- 
ae ing auto B.I. can do the following: 
pass . Maintain ‘adequately trained adjusters to 
alam and fairly settle claims where insureds MBIN ED 
are negligent. 
END 2, Adopt procedures which would facilitate the 
: 1 Processing of settlements. 
scala 3. Where liability has been determined, make GROUP OF COMPANIES 
r share on offer of settlement to avoid, where possible, W. CLEMENT STONE, PRESIDENT 
t itigation, pwn tee c . . 
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at the bodily injury policies written. Hearthstone Insurance Company of Massachusetts, Boston 
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HONORED AT 30TH ANNIVERSARY 





Daniel E. MacLean, Philadelphia General 
Agent for Mass. Indemnity Paid 
Tribute by Sons, Old Friends 
Daniel E. MacLean, general agent in 
Philadelphia for Massachusetts Indem- 
nity & Life of Boston, was honored by 
his agency recently in celebration of his 
30th anniversary as a general agent in 

Philadelphia for the company. 

The surprise tribute to Mr. MacLean 
had a particular emphasis on the “old- 
timers”—the life underwriters from the 
many different companies who have 
brokered disability income coverage with 
Mr. MacLean and his agency during the 
last 30 years. Approximately 50 “old- 
timers” attended as well as many other 
brokers and friends of the agency. 

Mr. MacLean was honored in par- 
ticular by the presence of David G. 
Cades, CLU, Sun Life of Canada, At- 
lantic City, N. J., who became asso- 
ciated with Mr. MacLean as a broker 
in 1933 and remains continuously active 
as a broker with the agency. 

Mr. MacLean’s two sons have joined 
him in the business and in 1952“formed 
D,. E. MacLean Sons, Inc. and at that 
time received a general agents contract 
of their own with Massachusetts In- 
demnity. 

Donald C. MacLean, his eldest son, 
joined the agency as brokerage man- 
ager in 1950 and is now agency manager 
in charge of the career agents’ division 
He served two years in the Navy and 
then was an insurance major at Temple 
University, graduating in 1950. 

Robert C. MacLean, CLU, joined his 
father and brother in 1952 and in 1954 
was appointed brokerage manager for 
the agencies. Mr. MacLean was gr rad- 
uated as an insurance major from the 
Warton School and obtained his CLU 
designation in 1959. 

Congratulatory messages were received 
from all Massachusetts Indemnity gen- 
eral agents as well as other general 
agents and insurance personalities of the 
Philadelphia area. Mr. MacLean was one 
of the guiding lights in the establish- 





‘A HEALTHY TREND’ FURTHERED 





Underwriters National Assurance of 
Indianapolis Now Has 101 Signed 
Agents, Awaits Ind. License 
Underwriters National ‘Assurance, 
formed by a group of predominantly 
Indianapolis insurance men earlier this 
year to serve as a monoiine health in- 
surance carrier, reports that it now has 
101 signed agents’ contracts although it 
does not yet have a certificate of au- 

thority to do an insurance business, 

“The response of Indiana agents to 
the idea of Underwriters National has 
definitely exceeded our expectations,” 
states W. Harold Petersen, executive vice 
president. “Our pre-formation projec- 
tions anticipated 100 contracts by the end 
of the first year after we began busi- 
ness. Frankly, we are just a little over- 
whelmed to find we have more than that 
even before we are in business.” 

The company plans to operate on a 
brokerage basis, working through life 
agents whose companies do not have 
health insurance. “In no case do we so- 
licit the health business of men whose 
companies write the form,” Mr. Peter- 
sen explained 

Formed with a contribution of $107.- 
850 from 14 founders, the company filed 
a public offering with SEC and began 
the sale of it a few days prior to Sep- 
tember 1. Limiting the maximum sale 
of stock to $7,500, it is selling through 
an independent brokerage house. None 
of the founders has any financial inter- 
est in the sale of stock. The primary 
effort is to sell stock to insurance men 
in Indiana. Although SEC filed, the 
company has not yet solicited stock 
purchases outside Indiana, “In fact, we 
haven't even solicited outside Indian- 
apolis yet,” R. W. Osler, president, 
states. 

_ The company has been well-received 
in Indiana, a state which has seen a 
plethora of new insurance company 
formations since the war. All three 
Indianapolis papers have taken note of it. 


DANIEL E. MacLEAN 


ment of the company’s general agents 
association and served as its first pres- 
ident. 

A particular surprise element was 
added to the celebration by the presence 
of four of Mr. MacLean’s former per- 


sonal secretaries. A total of approx- 
imately 24 years of service was repre- 
sented by their presence. The com- 
pany home office was represented by 


Roger Billings, Jr., vice president and 
agency director, Edward R. Noyes, Jr., 
vice president and associated agency 


director and Clinton R. Hopkins, first 
assistant secretary. 

Mr. MacLean, who recently moved his 
agency’s office to larger facilities at 1407 
Two Penn Center Plaza, is a member 
of the Philadelphia Association of Life 
Underwriters, of the Philadelphia Asso- 
ciation of Accident & Health Under- 
writers and the Saint Andrews Society. 





COMBINED’S CASH DIVIDEND 

Combined of America (Chicago) at an 
executive committee meeting, declared 
the regular fourth quarter cash dividend 
ot 10¢ per share on the $1 par common 
stock, payable December 12, to stock- 
holders of record November 18. 





IBM CAN’T HELP THE LISTLESS 


Automation No Subustitute For Enthus- 
iasm and Human Judgement, Mac- 
Donald Tells Wis. A. & H. Men 

The importance of the individual in 
a business environment that is becoming 
more and more automated was the em- 
phasis in a recent speech by managing 
director of the Life Office Management 
Association, Roy A. MacDonald, in a 
talk before the annual sales congress of 
the Wisconsin State Association of 
Health Underwriters in Milwaukee. 

Mr. MacDonald told his audience that 
the insurance business, perhaps like 
none other, is dependent on people. “In 
the final analysis,” he said, “every- 
thing we do will be accomplished by 
people.” 

The speaker noted that it was only a 
few years ago that electronic computers 
were first employed by business. “It 
was our industry that pioneered in their 
use,” he pointed out. 

In each succeeding year since elec- 
tronic computers first made their appear- 
ance, scientists and engineers have made 
them more efficient and more reliable, 
Mr. MacDonald brought out. “Compu- 
ters have also become smaller, and are 
beginning to be used by medium-size life 
and disability insurance companies. In a 
few years, there is no doubt that these 
automatic marvels will be used by vir- 
tually every insurance company in this 
country.’ 

Mr. MacDonald noted that the increas- 
ing use of electronic computers would 
enable the insurance industry to improve 
the efficiency of its operations. Every- 
one agrees that the rising cost of doing 
business is one of our most pressing 
problems, he said. 

The speaker pointed out, even though 
procedures can be automated or me- 
chanized, and scientific principles of 
office management employed, the work 
must be accomplished by people. 

Selling our product will always require 
qualities of human judgment and evalua- 
tion that will never be found in a ma- 
chine, he emphasized. “Interested people, 
enthusiastic people, spirited people, will 
produce more with antiquated systems 
than disinterested, unenthusiastic, dis- 
pirited people will do with all the scien- 
tific systems that have ever been de- 
vised,” he concluded. 
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Expansion program provides openings for qualified General Agents in selected areas. 
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Kefauver on 1961 Probe 


(Continued from Page 1) 


Neither he nor Mr. Kefauver mentioned 
London Lloyd’s by name but the at- 
tention will undoubtedly be in that di- 
rection. 


Direction of A. & S. Investigation 


As to the contemplated A. & S. in- 
vestigation it was pointed out that the 
subcommittee plans to look into the en- 
tire method of how this business is reg- 
ulated by the several states; the kinds of 
coverage now offered; the adequacy of 
rates, and whether state insurance of- 
ficials are seeing to it that the public is 
getting the lowest rate consistent with 
solvency. 

Having another Federal probe of its 
operations so soon after that of the Fed- 
eral Trade Commission will not be good 
news to the A. & S. industry people. 
However, one of their leaders when 
questioned in St. Louis following the 
Kefauver conference said he felt that 
the A. & S. business was in a better 
state of health now than at any time in 
recent years. 

Sup’t. Leggett Commended 

Much to the pleasure of Superin- 
tendent of Insurance C. Lawrence Leg- 
gett of Missouri, who attended the press 
conference, Sen. Kefauver pointed to 
Missouri as having “one of the best fire- 
casualty rating laws of any state in the 
nation. It gives good protection to the 
public and enables competition to exist,” 
he said. He went on to say that the D. of 
C. model law has utilized some of the 
features of the Missouri and California 
rating laws, particularly as to their 
“competition” provisions. 


Where Supervision Has Fallen Short 


Sen. Kefauver was asked in what area 
of state supervision does the current op- 
eration fall short. Without hesitation 
he responded: “In the aviation insurance 
field the states have not done a good 
enough job because of the failure of 
some supervisory officials to approach 
the problem realistically.” He declared 
that the states have not been vigilant in 
keeping competition free in the aviation 
insurance operation, “and for this rea- 
son the D. of C. approach to rate making 
~ been taken.” 

Finally, Mr. Kefauver disclosed that 
the Antitrust subcommittee will need to 
replace another Senator who has re- 
signed, and he hopes to find one who has 
a working knowledge of the insurance 
business. 

In the Presidential campaign since the 
Los Angeles and Chicago convention last 
summer Sen. Kefauver made speeches in 
25 states including Missouri. 





NO POT OF GOLD, BENZ WARNS 


Prudential Man Scores ¥ Wishful Thinking 
By Compulsory Health Ins. Advocates 

Before Pennsylvania Speech Assn. 

Making health insurance part of the 
Social Security system “will not provide 
any pot of gold at the end of the rain- 
bow which will reduce the cost of health 
care,” according to Charles G. Benz, of 
The Prudential. 

Speaking in Pittsburgh in a recent 
debate on compulsory health insurance, 
Mr. Benz, an assistant director of agen- 
cies, went on to say that “there is some 
evidence that the cost of health care 
might even be increased artificially,” if 
this were done. He pointed out: 

That the competition in the field of 
voluntary health insurance, which helps 
keep costs and premiums to a minimum, 
would be lacking. 

That the government administered pro- 
gram would “require an almost endless 
amount of checks and controls for every 
process,” which would be costly 

That offering so-called “free” health 
care to the public might produce an over 
use of health facilities, requiring “huge 
outlays for construction and expansion 
of facilities well beyond medical neces- 
sity.’ 

Mr. Benz delivered his talk before the 
21st annual convention of the Pennsyl- 
vania Speech Association. 
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c Are You a Boiler Room Habitue? 


eelth Or do your clients find it necessary to place their Boiler and 
Machinery Insurance with your competitor? 


ee Agents who represent the America Fore Loyalty Group 
some enjoy the services of Boiler and Machinery experts— 

if men thoroughly trained in customer relations, analyzing 
ie al problems, making inspections and adjusting claims. 


mum, It gives them a big advantage in a very important market. 








M* MOST INTERESTING and memorable sale, did you ask? 
Well, sir, interestingly enough, I would have to give that 
honor to an instance where I failed to make the sale, not one 
where I succeeded. 


The place was Seattle. The time was the autumn of 1933 or 
the spring of 1934. I was a young general agent, devoting most of 
my waking hours to building up a small agency and trying to 
maintain a respectable personal production in such free moments 
as I could find for that purpose. 


We will call my prospect Lee Higgins, which is sufficiently 
similar to his real name to arouse vivid memories in my mind. He 
was a bright young associate of one of the city’s leading real estate 
and property management firms. I had first met him when seeking 
office space in the building he managed, although as matters 
turned out we did not become his tenant. Later I met him again, 
this time at luncheon with a mutual friend. A preliminary inter- 
view, obtained against some considerable resistance on his part 
because he was “not interested in even discussing life insurance,” 
uncovered the fact that he had a wife and two small daughters, 
a hopelessly inadequate amount of life insurance, a reasonably 
good income —and no disposition whatever to consider his life 
insurance situation further .. . 


But there was, at the last moment, the merest hint of willing- 
ness to talk about educational endowments for his two little girls. 


I came back to see him, later, for a second interview, with the 
proposal that he buy a couple of $2,000 endowments for his 
daughters, ages two and four. I reiterated once again my conviction 
that first of all he should own considerably more insurance on his 
own life. But since he had told me emphatically that the only 
thing he would consider would be short-term endowments for his 
daughters, I showed him the figures on two $2,000 educational 
policies, one to run for 14 years, one for 16. I kept my conscience 
clear, after a fashion, by recommending that these policies be on 
his own life, rather than on the lives of the children, in view of 
the inadequacies of his own life insurance. 


I POINTED OUT that a $2,000 educational fund would provide 
only about $550 a year, in round figures, for a four-year tour 
of duty in college. But I suggested that this foundation would 
assure each of his daughters a college education of sorts whether 
he lived or not — and that no doubt he would be able to supple- 
ment that small sum from current income should he live to see 
the girls reach college age. 


He showed a flicker of interest. Then I told him that if by 
any chance he should not live for the 14 or 16 years involved, the 
policies would be death claims on his own life, and the money 
would be held until the girls reached college age, and meanwhile 
would pay a small interest income. The flicker of interest became 
a small flame. 


Then I told him that in order to buy a total of $4,000 of 
future money he would need give my company only some $3,600 
or $3,700, since compound interest would make up the difference, 
and pay for the insurance on his life as well. The tiny flame of 
interest grew somewhat larger. 


Finally, I told him that this $3,600 or $3,700, spread over 
16 years in one case and 14 in the other, would require an 
immediate annual outlay of about $250. 


And his interest dropped to zero! 


I shall never forget how he exploded. “Two hundred and 
fifty dollars! Why, that’s ridiculous. It’s out of all reason. I 
wouldn't dream of paying $250 a year for $4,000 of life insurance. 
Take it away. Don’t bother me with it again.” 
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THE SALE 
| DIDN'T MAKE 


A aa THAT IS ALMOST the end of the story. He told me 
$250 was a lot of moncy . . . and because I thought so, too, 
he sold his idea to me; I didn’t sell mine to him. I did not make 
the sale. 


But I profited by it, nevertheless. The benefits of that sale 
which I failed to make were great and lasting. They came to me in 
two installments: one shortly afterward, the other a year later. 


First, some days after that interview I began to realize where 
I had failed. My mistake was, of course, that I had allowed him 
to think of $250 as “a lot of money” for a life insurance policy. 
Perhaps I was guilty of thinking so, too. In any case, I let him 
think so, and naturally he didn’t buy. 


I began to realize that my trouble lay in my failure to say — 
“If $250 is a lot of money, it is because college educations for two 
daughters cost a lot of money. Books and clothing and tuition, 
and three meals a day, and decent and respectable shelter for the 
sweet young ladies your daughters will be — those things cost a 
great deal of money. Those are the things which cost money — not 
my policy. Indeed, my policy costs nothing and shows a handsome 
profit besides. My policy says you can have $4,000 worth of college 
education (indeed, $4,400 if paid out over a four-year period) for 
$3,600 — and then have 16 years over which to spread that $3,600! 
Tell me that college educations are too expensive if you will (and, 
in saying so, you may be saying there will be none for your 
daughters) but don’t tell me that my policy costs too much!” 


Yes, that was the first benefit I derived from that sale: the 
gradual realization that it is never the POLICY which costs but, 
rather, the BENEFIT. 


_ THAN A YEAR LATER came the second lesson. Lee 
Higgins was killed in an automobile crash. No, the cars were 
not moving at high speed. It was just a simple little low-speed 
crash at a downtown intersection. And what’s more, he had the 
right-of-way. But that didn’t help any when that undramatic little 
collision spilled him out of the car, threw his head against the 
pavement, and brought his death from a fractured skull within 
a few hours. 


And thus my second lesson: Those two small girls were denied 
educational funds, because I let HIM sell ME. 


From that moment forward, I have accepted the responsibility 
to do my utmost to sell my listener, and never let him sell me. I 
make no apology for driving for affirmative action as vigorously 
as I know how. I am willing, without the slightest abashment, to 
bring to bear all the sales pressure of which I am capable. 


I remind myself that I wouldn’t be discussing a particular 
policy plan and a particular amount with this prospect were it 
not that his need is clear-cut and evident — and that he wouldn’t 
be listening to me unless deep in his heart he knows it, too. I 
remind myself that he will almost certainly buy too little life 
insurance, too late, unless I help him overcome inertia, and unless 
I urge him and help him to make the difficult and often unpleas- 
ant decision to set aside some of today’s dollars for important 
benefits tomorrow, instead of spending them now for benefits less 
important but more immediate, and therefore more appealing. 


ND SO, thanks more to Lee Higgins than to any other one 
experience — thanks to a sale I didn’t make —I carry with me 
wherever I go the twin convictions that it isn’t the policy which 
costs, it’s the benefit . . . and that it is my duty and responsibility 
to do my utmost to sell my listener, and not to let him sell me. 


Best wishes, 
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